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= the innocence of babyhood and the 
dignity of manhood we find a delightful creature 
called a boy. Boys come in assorted sizes, weights, 
and colors, but all boys have the same creed: To 
enjoy every second of every minute of every hour 
of every day and to protest with noise (their only 
weapon) when their last minute is finished and the 
adult males pack them off to bed at night. 

Boys are found everywhere — on top of, under- 
neath, inside of, climbing on, swinging from, run- 
ning around, or jumping to. Mothers love them, 
little girls hate them, older sisters and brothers 
tolerate them, adults ignore them, and Heaven 
protects them. A boy is Truth with dirt on its face, 
Beauty with a cut on its finger, Wisdom with 
bubble gum in its hair, and the Hope of the future 
with a frog in its pocket. 

When you are busy, a boy is an inconsiderate, 
bothersome, intruding jangle of noise. When you 
want him to make a good impression, his brain 


turns to jelly or else he becomes a savage, sadistic, 


WHAT IS A BOY? 


jungle creature bent on destroying the worla and 
himself with it. 

A boy is a composite — he has the appetite of 
a horse, the digestion of a sword swallower, the 
energy of a pocket-size atomic bomb, the curiosity 
of a cat, the lungs of a dictator, the imagination of 
a Paul Bunyan, the shyness of a violet, the au- 
dacity of a steel trap, the enthusiasm of a fire 
cracker, and when he makes something he has five 
thumbs on each hand. 

He likes ice cream, knives, saws, Christmas, 
comic books, the boy across the street, woods, 
water (in its natural habitat), large animals, Dad, 
trains, Saturday mornings, and fire engines. He is 
not much for Sunday School, company, schools, 
books without pictures, music lessons, neckties, 
barbers, girls, overcoats, adults, or bedtime. 

Nobody else is so early to rise, or so late to 
supper. Nobody else gets so much fun out of trees, 
dogs, and breezes. Nobody else can cram into one 
pocket a rusty knife, a half-eaten apple, 3 feet of 
string, an empty Bull Durham sack, 2 gum drops, 


. 
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Reprinted from one of our motivating mailing pieces, 
based on an editorial in our field magazine~The Pilot’s Log 


6 cents, a sling shot, a chunk of unknown sub- 
stance, and a genuine super-sonic code ring with a 
secret compartment. 

A boy is a magical creature — you can lock him 
out of your work shop, but you can’t lock him 
out of your heart. You can get him out of your 
study, but you can’t get him out of your mind. 
Might as well give up — he is your captor, your 
jailer, your boss, and your master — a freckled- 
face, pint-sized, cat-chasing, bundle of noise. But 
when you come home at night with only the shat- 
tered pieces of your hopes and dreams, he can mend 
them like new with the two magic words - 


“Hi Dad!” 
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5 ier DIGESTIVE SYSTEM has been 
called ‘“‘nature’s most wonderful 
chemical laboratory.’”’ Throughout 
life, the vitality and strength of every 
part of the body depend largely upon 
how well this laboratory doesits work. 


Large Intestine 





The digestion of a single food may 
require twenty-four hours or longer. 
During this time, digestive juices se- 
creted by glands in the mouth, stom- 
ach, and small intestine and by the 
liver and pancreas make it possible 
for the body to convert food into nu- 
tritional elements. These produce 
heat and energy and supply materials 
necessary for growth and repair. 


Sometimes, however, the digestive 
processes fail to function properly. 
This may be due to faulty eating 
habits, infections, fatigue, food al- 
lergies, emotional disturbances and 
other causes and may lead to minor 
as well as serious digestive disorders. 





Small Intestine § 








In fact, studies show that digestive 
troubles are more common than any 
other ailments except those of the 
respiratory system. 
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1. Avoid eating when rushed or when 
emotionally upset. 


2. Keep the teeth in good condition 
so that food may be chewed thor- 
oughly. 

3. Drink adequate amounts of water 
(six to eight glasses a day) and estab- 
lish regular habits of elimination. 


4. Do not eat too much or too often. 


5. Cultivate an appetite for a wide 
variety of foods, especially those that 
are rich in the essential nutritional 
elements. 


6. Avoid strenuous exercise immedi- 
ately after eating. 

7. Do not resort to self-treatment. If 
digestive complaints persist, consult 
the doctor. 





Modern medicine has developed 
many instruments and tests which 
help the doctor to diagnose digestive 





disorders with great accuracy. For 
instance, X-rays permit the doctor 
to follow ‘‘test meals” throughout 
the digestive system and to observe 
the position, size, shape, and move- 
ments of the digestive tract. In addi- 
tion, chemical tests and analyses 
give him essential information about 
whether the digestive organs are 
functioning properly. 





Some digestive conditions are so 
trivial that they can often be cor- 
rected by surprisingly simple mea- 
sures, such as eliminating trouble- 
making foods from the diet. Others 
are serious and, if allowed to progress, 
may affect general health, and re- 
quire prolonged dietary restrictions 
or surgery. 


So, it is always wise to seek medi- 
cal advice for persistent digestive 
complaints such as pain, nausea, 
“indigestion,” or even continued 
lack of appetite. The doctor, in most 
cases, can quickly discover the causes 
and suggest corrective treatment that 
may help to insure better digestion 
and better health. 
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Wants Agent's Skill 
Brought info Line 
with Ad’ Promises 


Dunbar, LIAMA Head, 
Says Shortcomings Call for 


More Training Stress 
QUEBEC—It is up to the agency offi- 


cers to make good on implied promises 
in advertising to the effect that the 


agent is trained to handle the public’s 
said George M. 


insurance problems, 
Dunbar, superin- 
tendent of agen- 
cies Mutual Life of 
Canada, in his 
presidential address 


at the LIAMA 
meeting. 
“How many 


times,” he asked, 
“have you read an 
insurance company 
ad or booklet which 
carries the follow- 
ing: ‘See your XYZ 
representative who 





is trained to dis- a. |: See 
cuss your prob- 
lems?’ 

“Is he?” Mr. Dunbar asked. “I have 


pondered about that in my own com- 
pany, thinking about different members 
of the field force who couldn’t do the 
job we said they could. It is up to 
agency officers to make good on these 
inferred promises to new agents and to 
prospects, just as our companies make 
good on their contracts to policy- 
holders. 


Must Pursue Training Programs 


“We must continue to pursue aggres- 
sively more thorough training programs 
at induction if we are to equip our new 
men to tell their prospects intelligently 
the whole insurance story. And only 
when they are thus equipped can they 
be successful underwriters. Only then 
can they live up to our ads, adequately 
service our policyholders, and make a 
decent living for themselves.” 

As to the training of the trainers, 
Mr. Dunbar said LIAMA has made very 
definite progress along these lines, but 
there is a distinct feeling among gen- 
eral agents and branch managers that 
their home offices are not completely 
fulfilling their obligations to them. 
LIAMA management schools have been 
most helpful, he said, but the 502 men 
who attended from 123 companies this 
year are only a small percentage. 

But schools alone are not the entire 
answer, he said. It depends upon the 
agency department’s attitude toward 
training, toward a need for a specific 
selection policy and program, toward 
definite education in the knowledge, 
skills, attitude and habits, and a vigor- 
ous follow-through by the agency de- 
partment. 

“For this purpose we have many tools 
but let us ask ourselves: Are we using 
them with maximum effect?” asked Mr. 
Dunbar. 

Mr. Dunbar quoted from an article in 
the July issue of “Fortune” about mil- 
lion dollar producers a statement that 
each year more than 20,000 agents quit 
in despair, while “a few others” sell a 
million dollars or more each year. Mr. 
Dunbar said that factually that state- 
ment is true but is misleading to the 

(CONTINUED ON PAGE 24) 
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MDRT Committees 
Meet in Chicago 


The executive committee and nomi- 
nating committee of the Million Dollar 
Round Table will meet Nov. 11 in Chi- 
cago. The program committee will 
hold an all-day meeting there the fol- 
lowing day. 

John O. Todd, Northwestern Mutual, 
Chicago, is chairman of the program 
committee. Francis R. Olsen, North- 
western Mutual, Minneapolis, is vice- 
president in charge of the open work- 
session and David Marks, Jr., New Eng- 
land Mutual, New York City, is vice- 
chairman in charge of publicity. 

William T. Earls, Connecticut Mu- 
tual, heads the entertainment and gen- 
eral arrangements committee, with 
Nathan H. Burgheim, Northwestern 
Mutual, St. Louis, as vice-chairman. 

Walter N. Hiller, Penn Mutual, Chi- 
cago, heads the reception and registra- 
tion committee. Vincent A. Miletti, 
Northwestern Mutual, Newark, is vice- 
chairman in charge of registration and 
William D. Davidson, Equitable Society, 
Chicago, is vice-chairman in charge of 
reception. 

Paul W. Cook, Mutual Benefit Life, 
Chicago, immediate past chairman, 
heads the nominating committee. A. J. 
Ostheimer, III, Northwestern Mutual, 
Philadelphia, is chairman of the by-laws 
committee. Jack Lauer, independent, 
Cincinnati, heads the insignia committee, 
and Paul H. Dunnavan, Canada Life, 
Minneapolis, is resolutions chairman. 


NSLI Dividend Subsidy 
Clarified by Sokolsky 


Columnist George E. Sokolsky re- 
cently helped clarify for the public the 
true status of the subsidy which Na- 
tional Service Life Insurance divi- 
dends and the entire NSLI operation 





enjoy. He pointed out that there has 
already been a $4 billion subsidy to 
NSLI which everyone, veterans and 


non-veterans have to pay. He stressed 
the point that “what the politicians do 
is to appeal to the greed, the cupidity 
of each one of us. They make us feel 
that we are getting something for 
nothing. They give us the impression 
that they are doing something for us. 
Actually, they are bribing us with our 
own money to betray ourselves into 
agreeing to wreck the economy of our 
country. By this means, they get us to 
continue them in office.” 


O’Connor Speaks in N. D. 


E. H. O’Connor, managing director 
of Insurance Economics Society, is ad- 
dressing Insurance Federation of North 
Dakota at a meeting at Bismarck, 
Thursday. 








Underwriter’s Role 
Should Be Sold to 
Public: Longworth 


The public should be told more about 
the work of the home office underwriter 
and the part he 
plays in bringing 
protection to the 
policyholders at the 
least cost, said N. 
Murray Longworth, 
assistant secretary 
United Benefit Life 
in his presidential 
address at the 
opening session of 
the Institute of 
Home Office Un- 





derwriters, Edge- 
water Beach hotel, 
Chicago. N. M. Longworth 


As an example of 

the need for public relations even close 
at home, Mr. Longworth mentioned an 
article in an insurance trade journal 
which he did not name which advocated 
an “assigned risk plan” for presently 
uninsurable substandard lives. He inti- 
mated that the editorial would not have 
been written if the editor had appre- 
ciated the great difference between life 
insurance and automobile casualty insur- 
ance, where assigned risk plans are in 
use. 


Mr. Longworth noted these differ- 
ences: An automobile owner who can’t 
get the insurance he seeks is uninsured, 
but most life insurance applicants who 
are declined already have some life in- 
surance. Life insurance is non-cancel- 
able, whereas automobile insurance is 
subject to cancellation. The need for 
automobile assigned risk plans is large- 
ly due to the existence of financial re- 
sponsibility laws which motivate buyers 
who would not otherwise be interested. 

Substandard life insurance policyhold- 
ers on the other hand, are under no such 
compulsion and it is very difficult to 
place a high-rated substandard policy. 
An automobile owner can drive more 
carefully and improve himself as a risk, 
whereas this is rarely possible for the 
sub-standard life insurance applicant. 

Mr. Longworth opined that with the 
progress that has been made in sub- 
standard selection there is adequate life 
insurance coverage available for all who 
want it. 


Mr. Longworth made the point tlrat if 
an insurance editor were not aware of 
these distinctions, it is unlikely that the 
public would realize what is being done 
for it in providing substandard cover- 
ages and much missionary work remains 
to be done. 

In his discussion of “Numerical Un- 

(CONTINUED ON PAGE 21) 








When Judd Benson Spoke 


National and Cali- 
fornia leaders at Los 
Angeles Life Under- 
writers Assn. lunch- 
eon which President 
Judd C. Benson of 
N.A.L.U. addressed: 
Left to right, Fred A. 
McMaster, Pruden- 
tial, president Los 
Angeles association; 
Mr. Benson, who is 
manager of Union 
Central at Cincin- 
nati; Russell L. 
Hoghe, Equitable of 
Iowa, Los. Angeles, 
president California 
association, and 
Charles E. Cleeton, 





at Los Angeles 





Occidental Life, Los Angeles, secretary National association. 


Progress Seen in 


Results of Research 
af L.1.A.M.A. Meet 


Findings of Studies Are 
Being Put to Effective Use 
by Member Companies 


By ROBERT B. MITCHELL 


QUEBEC—Besides 

of being held by the first time at 
Quebec, the L.I.A.M.A. meeting this 
week is notable “for the number of 
agency managers on the program and 
the very encouraging progress reported 
on the results of research. 

The managers’ talks, particulary 
that of General Agent W. Eugene 
Hays of New England Mutual at Bos- 
ton, gave indications not only of in- 
terest in making use of the findings of 
L.I.A.M.A. studies, but of superior re- 
sults achieved from actually putting 
them into practice. It was clear from 
the report of Dr. S. Rains Wallace, Jr., 
director of research, that results being 
amassed can be applied with a confi- 
dence never before possible, particu- 
larly in the selection and control of 
agents through the aptitude index and 
in the use of post-selection methods. 

Convention registration exceeded 
those of the last Canadian meeting held 
in 1941, but seemed unlikely to break 
the all-time record of 588 set at Chi- 
cago. However, the number of wives 
on hand set a new record, exceeding 
125. 

In its first general session the asso- 
ciation unanimously elected the slate 
of directors presented by Wendell F. 
Hanselman, vice-president Union Cen- 
tral, nominating committee chairman: 
Sayre MacLeod, Jr., vice-president 
Prudential; D. Bobb Slattery, vice- 
president National Life of Vermont; 
H. S. McConachie, vice-president and 
superintendent of agencies American 
Mutual of Des Moines and Travis T. 
Wallace, president Great American Re- 
serve of Dallas. The new board was 
scheduled to elect a president later in 
the week. 

Commenting on the nominating com- 
mittee’s task of picking four nominees 
from a field of 64 recommended, Mr. 
Hanselman got a laugh by suggesting 
that S. Rains Wallace devise an apti- 
tude test for picking L.I.A.M.A. di- 
rectors. He said the committee followed 
the practice of maintaining an equit- 
able balance between the large and 
small companies, industrial and ordi- 
nary, and between various geographical 
sections, always with due regard to the 
candidates past service as an index 
to his interest in L.I.A.M.A. 


Award to L. J. Doolin 


Grant L. Hill, vice-president North- 
western Mutual, chairman of the L.I. 
A.M.A. committee on quality business, 
presented to L J. Doolin, associate man- 
ager of agencies of Fidelity Mutual, a 
certificate attesting appreciation of Mr 
Doolin’s having conceived the idea of 
the National Quality Awards, which has 
proven so successful as a joint project 
of L.I.A.M.A. and the National Assn. 
of Life Underwriters. 

The friendship between U.S. and Ca- 
nadian life insurance men, always evident 
at the L.I.A.M.A. meetings, is a very 
cordial and sincere one. Canadian hosts 
are clearly delighted to have their U. S., 

(CONTINUED ON PAGE 20) 
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L.A.A. Committee Issues Study £-!-A.M.A. Potent 
of Printed Recruiting Aids 





A study of printed recruiting aids 
used by member companies of Life In- 
surance Advertisers Assn. has been 
made public by the association’s re- 
search projects committee. 

The report underscores the importance 
of the recruiting problem, outlines some 
of the difficulties, and concludes that 
printed recruiting aids are an “extremely 
profitable” investment if the material is 
“well designed, properly ‘merchandised’ 
and effectively used in the field.” The 
committee this year was headed by H. 
A. Richmond, Metropolitan Life, newly- 
elected president of L.A.A. 

Company Practices Reviewed 

The study of printed recruiting aids 
considers the type of material issued, 
methods for getting it effectively used, 
and the results obtained. Eighty mem- 
ber companies of L.A.A. responded to 
the research questionnaire. Of the 43 
using recruiting material the past few 
years, the report showed that 37 com- 
panies issue visual manuals for use dur- 
ing interviews with prospective agents; 
24 have booklets or brochures that fre- 
quently are presented to prospects and 
may be used during interviews; 12 issue 
leaflets given to prospects or used’ as 
mail enclosures; 12 provide managers or 
general agents with copy for classified 
advertisements; nine furnish mats for 
display advertisements, and 13 use di- 
rect mail aids in recruiting. 


Best Results From Managers 


The majority of reporting companies 
said that visual manuals produce better 
results than any other recruiting ma- 
terial. 

They are shown to prospective agents 
during interviews and provide managers 
and general agents with a “track to run 
on” for a better interview. They are 
designed so the prospect can quickly 
grasp the message on each page as it is 
shown. New pages are prepared by the 
company from time to time and sent to 
managers and general agents for in- 
sertion in the manual. Managers also 
may insert local material, such as rec- 
ords of men in their agencies. In some 
instances, the manual is lent to the 
prospective agents to take home to show 
their wives. 


Booklets Considered Worthwhile 


Good results are reported generally 
from booklets given to prospective 
agents although some companies point 
out it is impossible to judge their value 
on the basis of tangible results. Book- 
lets are considered worthwhile when 
they are used consistently in the field. 
They serve to reemphasize points 
touched in the manual, create a more 
lasting impression and lead to a more 
successful second interview. The pros- 
pect can read the booklet at his leisure 
and use it to sell his wife on the idea of 
his going into life insurance selling. 

No company made extravagant claims 
of results achieved by recruiting leaflets 
and in one or two instances the ex- 
perience was disappointing. However, 
leaflets are the simplest and most eco- 
nomical means of giving wide distribu- 
tion to a brief message or idea for use 
in recruiting. 

Newspaper Advertising 


Recruiting “ads” in newspapers are 
encouraged by most companies. Blind 
“ads” usually pull more inquiries than 
those that frankly advertise for insur- 
ance salesmen. Whether the good in- 
quiries result in agents being hired usu- 
ally depends upon the skill and ability 
of the individual manager who follows 
up the inquiries. Four companies re- 
ported better results from newspaper 
“ads” than from any other printed me- 
dium. One said about 60% of its new 
agents were the result of classified news- 
paper advertising. Some companies, 
however, report negative or disappoint- 


ing results from newspaper advertising, 
and one, which had an_ unfavorable 
opinion of this recruiting medium, said: 
“We believe in going after men—not 
waiting for them to come in as a result 
of our advertising.” 

Although one company, which sends 
recruiting letters to centers of influence, 
believes that direct mail is the most 
successful of printed recruiting aids, the 
research committee survey showed that 
in general direct mail produces many 
candidates but relatively few agents. 
The committee adds, however, that be- 
cause direct mail is relatively inexpen- 
sive, it may not require the hiring of 
many agents to make this recruiting 
medium profitable. 


Consider Manager’s Ideas 


The committee warned about using 
the term “field tested” in promoting 
direct mail recruiting plans. The survey 
showed that while direct mail produced 
good results in a few locations, it was 
not equally effective when used on a 
broad scale. 

The research study cited one company 
which believes that direct mail recruiting 
should be slanted to fit in with each 
local manager’s ideas on the subject. 
“Field managers are usually enthusiastic 
about their own ideas and that en- 
thusiasm often makes for success,” the 
report stated. 

In some instances results were dis- 
appointing because printed recruiting 
aids were regarded as a substitute for 
personal solicitation. But the underlying 
reason why a printed recruiting aid 


’ 


sometimes failed to get results was “be- 
cause it was not effectively introduced 
to the field.” 
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What Do You Say to 


Sales Laboratory, 
Benson Affirms 


Judd C. Benson, president of National 
Assn. of Life Underwriters, character: 
ized Life Insurance Agency Manage- 
ment Assn. as the great laboratory in 
which will be conceived the most potent 
sales strategy and in which will be 
forged the sharpest sales instruments, 
in his speech at the Quebec annual of 
L.I.A.M.A. 

“N.A.L.U. and all its members look 
to this laboratory to fashion the most 
effective instruments yet known to help 
us accomplish our purposes in the field. 
We gratefully acknowledge your effec- 
tive support to date and confidently look 
forward to even greater accomplish- 
ments as the needs for your services 
come sharply into view,” Mr. Benson 
commented. 

“Needless to say, we cherish the hope 
that the agency officers of every com- 
pany will sense the full significance of 
the situation and will support this great 
laboratory of sales ideas and techniques 
to the full extent of his own and his 
company’s ability,” he declared. 

Mr. Benson said the common de- 
nominators of success are constantly 
changing. L.I.A.M.A. could serve its 
best purpose by keeping field managers, 
through their home office agency offi- 
cers, alert to these changing denomi- 
nators. The current common denomi- 
nators of success are character, cour- 
deep of 





age, intelligence, a sense | 
personal responsibility, ‘statesmanship, 
unusual foresight and boundless en- 
ergy. 

Raleigh R. Stotz, Mutual Benefit, 


Grand Rapids, addressed a luncheon of 
the Pittsburgh Life Managers Assn. on 
“Keeping the Agency Going.” 
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When something goes wrong, what do you say to yourself? 


. This is no idle question, for what a man says to himself, and 
especially what he says to himself in moments of difficulty or 
disappointment, does much to determine what he accomplishes 
in this world. What a man says to himself is more than mere 
conyersation; it is creative in its effect. What a man says to 
himself creates within him either a destructive emotional up- 
heaval, or the constructive atmosphere of inward tranquility 

. . and so the words in which a man speaks to himself greatly 
influence what he ultimately is able to achieve. 


Whether the disappointment is small or great, it is usually 
true that the event itself bears less upon our future fortunes 
than the manner in which we accept it. With most of our 
troubles, it isn’t what happens, but how we take it, that counts. 


most of the time, in most of your disappointments 
and troubles and difficulties, the most important thing is not 
usually the event itself, but what you say to yourself, 


Insurance In Force — October 1, 1949 — $425,955,779 
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Biggest Room for 
Improvement Lies 
in the Agency End 


Paul F. Clark, president of John Hap. 
cock, declared that the biggest oppor. 
tunity in life insur- 
ance management 
is in the agency 
end, in a speech 
before the annual 
meeting of the Life 
Insurance Agency 
Management Asso- 
ciation at Quebec 
this week. “There 
is little prospect at 
this time of effect- 
ing savings through 
our margins from 
investment income 
under present gov- 
ernment financial 
policies,” he said. ‘““Any great improve- 
ment in mortality margins over the short 
term is a question mark. Streamlined and 
electronic office procedures are reflect- 
ing favorably on expense, but not 
enough to supply the answer to our 
problems.” 

Mr. Clark warned that many people 
make a mistake in looking at gigantic 
production figures of companies and in- 
ferring that all is well. Measured 
against the market, he explained, these 
— are not stupendous or spectacu- 
ar. 

Broken down to the production of 
each individual salesman, they lose a 
great deal of their significance, he de- 
clared. Only when figures of produc- 
tion are measured against the market 
do they have significance. Not produc- 
tion but individual productivity is the 
answer. 


Not Meeting Market Challenge? 


“When we note that in 1948 the aver- 
age insured family owned only slightly 
more than $6,000 of life insurance, can 
we feel that we are meeting the chal- 
lenge of today’s market, especially in 
view of the fact that in terms of the 
1935-39 dollar, our present insurance 
dollar has decreased over 40% in pur- 
chasing power? 

“Ts our industry, like so many others, 
a victim of the shortage of creative 
salesmanship?” 

No longer can the sales executive 
wash his hands of any failure on the 
part of the sales force, because selling 
is a combined accomplishment and‘ a 
joint responsibility of the management 
and the sales force. “This suggests that 
we should perhaps go farther in our 
training efforts than we have already— 
and that the horizons of training should 
be extended beyond meeting the com- 
petition of other salesmen of the same 
product, even beyond meeting the com- 
petition of other goods and _ services. 
For there is a deeper and more funda- 
mental competition today, which can be 
met only by wider knowledge of the 
area within which we live and work,” 
he declared. 

“Always a key in our industry, the 
agency executive occupies a more t- 
portant position than ever before. As 
the agent’s function has evolved from 
that of a missionary ploughing the soil 
to the counsellor fitting a highly com- 
plicated and advanced service to the 
prospect’s needs, so has the agency ex- 
ecutive become more than an impres- 
sario, calling out the talents of the sales 
staff. 

“Today you agency officers are much 
more than departmental officers, never 
crossing the barrier between your de- 
partment and the other operations ot 
your companies. The day when the 
agency officer was interested mainly in 
the area of agency activities has passed. 
Today he is brought into the broader 
councils of the company, and the con- 
tribution of agency management to the 
overall good of the company is con- 

(CONTINUED ON PAGE 24) 
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Pension Bargaining 
Marked This Round 
by Flexibility 


Industry-Wide Mold 
Fails to Emerge 
to Expected Degree 


Meyer M. Goldstein of the Pension 
Planning Co., New York,+told an audi- 
ence at Rutgers University last week 
that one of the outstanding character- 
istics of the current round pension bar- 
gaining is that there is no clear-cut, 
national industry-wide pattern. Mr. 
Goldstein put his finger on a phase of 
the heavy industry pension settlements 
that has surprised the many observers 
who had been expecting agreements to 


follow a set pattern. This pattern has 
jailed to materialize. In the cases of 
the two outstanding pension agreements 
that have been reached, those of Ford 
and Bethlehem Steel, there are certain 
similarities, but in the main they are 
quite different types of pensions. As 
Mr. Goldstein commented, even the 
contributory, or non-contributory prin- 
ciples, are clearly subject to individual 
company bargaining. The pension con- 
sultant observes that the steel fact find- 
ing board urged a return to individual 
company bargaining, rather than indus- 
try-wide bargaining and it appears that 
this is what is taking place. ; 

It becomes obvious that during the 
next few months, very few employers 
can escape pressure for adequate pen- 
sions, but the unions apparently will 
settle for any of a variety of pension 
and insurance plans. The one pattern 
which does seem to have been estab- 
lished is the $100 minimum _ pension, 
inclusive of social security. This has 
appeared in all the agreements so lar. 
However, several agreements provide 
amounts considerably beyond this $100 
minimum. 


Flexibility Is Welcomed 

This flexibility is to the advantage of 
all parties concerned and is_ particu- 
larly welcomed by insurance company 
representatives who have long felt that 
employe benefit bargaining on a set 
industry-wide basis posed many inequl- 
ties for companies of varying character- 
istics and abilities to pay. Within the 
week, the major important break in the 
steel pension situation was the signing 
of a pension agreement between Re- 
public Steel and the CIO steelworkers, 
covering 45,000 union employes in the 
third largest steel producer in the na- 
tion. Jones & Laughlin, the fourth 
largest steel producer, reached an 
agreement with the union also. As this 
is written, it is expected ‘that Youngs- 
town Sheet & Tube, which ranks fifth, 
and Inland Steel, will sign. The Great 
Lakes Steel Co. at Detroit appeared 
ready to sign for 11,000 steelworkers in 
that area. Although very little informa- 
tion has been given out on these pen- 
sions, reports indicate that they parallel 
the Bethlehem Steel agreement of a 
week ago and thus may be classified as 
liberal plans. 


Generous Plan Standard 

Although the Bethlehem program 1s 
appearing to set a pace in steel, most 
pension men are inclined to regard it 
as typical only of more generous plans 
that are going to be installed in other 
industries during the coming year. The 
Bethlehem plan went beyond the fixed 
$100 pension provided by Ford, for the 
steel company bases the plan on a 1% 
pension times years of service. ‘Thus 
Bethlehem recognizes the standard prin- 

(CONTINUED ON PAGE 24) 
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Tax Plan Follows 
Companies’ Formula 
But Covers 3 Years 


The life company income tax plan 
adopted by the House ways and means 
subcommittee on life company taxation, 
reported in last week’s issue, is based 
on the companies’ proposal described in 
some detail in the Oct. 21 issue, but 
with the important difference that the 
subcommittee plan covers the years 
1947-49 inclusive, whereas the company 
plan was based only on 1949. A number 
of companies felt that it would be carry- 
ing the retroactive idea too far even to 
go back to 1948. The company plan 
would have yielded about $38 million. 

The original Treasury proposal was 
to freeze the “reserve and other policy 
liability credit” at 92% for 1948 and 
1949, By running the basis for calcula- 
tion back .to 1947, the ways and means 
subcommittee’s plan, using the com- 
panies’ formula, would levy about $93 
million, or roughly the same number of 
tax dollars for the period ending with 
1949 as would have been netted for 
1948-49 under the 92% freeze plan. 





Mo. Superintendent's Term 
Is Expiring Nov. 15 


The term of Owen Jackson as _ in- 
surance superintendent in Missouri ex- 
pires Nov. 15 and word is being await- 
ed from day to day as to a new appoint- 
ment. It is reported that Mr. Jackson 
has not sought to be retained in office. 
Under the change in the Missouri con- 
stitution, the term of office of the in- 
surance superintendent hereafter will 
correspond with that of the governor 
and hence the term of whoever is now 
appointed will expire Jan. 1, 1953. 





Drop Low Second-Quarter 
Producers: Rains Wallace 


QUEBEC—Convincing evidence that 
agents who don’t make a respectable 
production showing 
by the end of their 
first six months 
should be ruthlessly 
eliminated was of- 
fered by Dr. S. 
Rains Wallace, Jr., 
director of re- 
search, at the an- 
nual meeting of 
L.I.A.M.A. 

This problem of 
post-selection is 
perhaps more 
pressing than even 
the agency officers 
j believe, said Dr. 
Wallace. Because it is such a vital prob- 
lem, L.I.A.M.A. took a group of about 
1,500 men who were contracted by 
seven large United States companies in 
1947 and made enough studies to satisfy 
itself that a man’s performance in terms 
of both termination and survival in the 
third and fourth quarters of his first 
year can be predicted with considerable 
accuracy on the basis of his early pro- 
duction. The second quarter was used as 
a base, since it seemed more reliable 


S. Rains Wallace, 


and besides, many companies would 
want to give a man a six months’ 
chance. 


What would happen if the contract of 
every man who failed to attain the 
modest production of $20,000 in his 
second quarter were canceled at the end 
of the quarter? 

Of the 1,500 agents, 1,047 actually en- 
tered the third quarter. Cutting off those 
who didn’t make the $20,000 grade 
would have eliminated 447 and retained 
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Good Reasons 


H. Gray Hutchison, CLU, Penn Mutual underwriter 
at Maryville, Tenn., in discussing how he had made up 
his first prospecting list first pointed out the values of 
young policyowners and how necessary they are in build- 


“But primarily,” he said, “I went to work on the older 
business men 35 to 50 years of age. Why? First, be- 
cause they had less insurable time left in which to buy 
life insurance than the younger ones whom I could sell 
later. Second, because they had more money to buy the 
life insurance which they needed. Third, because they 
had needs that offered a more diversified interest to an 
underwriter, such as advanced programming, tax insur- 
Fourth, they afforded more 
prestige in future dealings with employees or other pros- 
pects who had achieved a lesser degree of success in 
business. Fifth, because the town had some 300 busi- 
nesses, which meant a good-sized market of at least 300 
to 500 owners and key executives.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 














600. But of the 447 canceled, 215 termi- 
nated anyway before the fifth quarter, 
leaving 232 surviving that far. 

“Obviously we lost practically no good 
producers among those who terminated,” 
said Dr. Wallace. “Only one man of the 
215 produced as much as $100,000 in the 
third and fourth quarters, while none of 
the rest sold more than $60,000 for us. Of 
the men who would have survived, the 
great majority had very low production 
—only 40 of the 232 produced as much 
as $60,000 in the two quarters. The men 
we kept, on the other hand, do very 
well. Only 77 terminated before the fifth 
while 231, or more than half, exceeded 
the $60,000 figure. 

“In other words, this simple device 
would have rid us of 60% of our future 
failures—terminators or survivors whose 
production was less than $60,000 in the 
second half of their contract year—but 
would have cost us only 11% of our 
successes. And note that the success of 
a man producing $60,000 in two quarters 
is somewhat questionable.” 


Termination Rate 13% vs. 28% 


Looking at the problem in another 
way, Dr. Wallace said that without this 
device there were 1,047 men entering 
the third quarter. During the ensuing 
two quarters, there was a loss of 292, a 
termination rate of 28%. If post-selec- 
tion had been used, there would have 
been 600 starters, instead of 1,047 and 
a loss of 77, a termination rate of only 
13%. Thirty-six percent of the 1,047 
men who entered the third quarter had 
production for the two quarters below 
$20,000, or less than $40,000 a year. If 
post-selection had been used, there 
would only have been 13% of the men 
in this category. 

Pointing at three graphs, Dr. Wal- 
lace said: “The top shows what we had, 
the middle shows what we could have 
gotten rid of, the bottom shows what 
we could have had. What picture do 
you want? What picture can you afford 
to have?” * 


Companies Will Vary 


Conceding that these are only pre- 
liminary findings, Dr. Wallace said that 
there is need for more information on 
the differential effect between financed 
and non-financed men. The first quarter 
production should be reexamined as a 
predictor. L.I.A.M.A. is not ready to 
recommend details of a_post-selection 
policy and probably these will always 
vary anyway from company te company. 

Nevertheless the major fact js al- 
ready clear, he emphasized. Companies 
can save money, time, and end up with 
a better, more homogeneous agency 
force if they select after as well as 
before. 

“Your managers had to be told how 
to avoid contracting men whose chances 
of success are prohibitively low—they 
had to be forced to do it,” he said. 
“Similarly, it looks as if you must tell 
them how to avoid keeping men whose 
chances of success are prohibitively low 
and force them to do it. Remember, a 
company can be judged by the men it 
keeps. Similarly you can judge your 
managers by the men they keep.” 


Added Uses for Index 


Dr. Wallace said that the new apti- 
tude index can be used not only to tell 
where managers are falling down but 
to show why they are doing so. For 
example, one company found that man- 
agers were not recruiting enough be- 
cause they were not seeing enough men, 
for some managers sent in far fewer 
completed aptitude indexes in a month 
than others. Some other managers 
waste a lot of time with poor bets, be- 
cause while 75% of men tested in some 

(CONTINUED ON PAGE 23) 
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Waiver of Premium 


in All Standard 
Policies Favored 


After reviewing the trend toward in- 
cluding waiver of premium in all stand- 
ard policies at the annual meeting at 
Chicage of Institute of Home Office Un- 
derwriters, Harold A. Munson, Guaran- 
tee Mutual Life, held that the advan- 
tages of such inclusion greatly out- 
weigh the disadvantages. He predicted 
that the trend will gain momentum and 
that in a comparatively short time it 
will be the general practice instead of 
an innovation. 

In discussing its effect from the stand- 
point of both the company and the pol- 
icyholder, he said that if the benefit is 
to be included without specific charge, 
it follows that there is to be no reduction 
in premium when the benefit expires. 
Thus the company is placed in the posi- 
tion of making a charge (even though 
hidden) for a benefit which is no longer 
effective. While this might seem to be 
an objection, Mr. Munson said that the 
charge included for waiver of premium 
is so slight and the reduction required 
by its elimination would be so small 
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as to be almost unnoticed. While many 
risks unable to get waiver of premium 
with other companies undoubtedly would 
apply to companies that include it in 
their regular premium, he pointed out 
that the waiver of premium benefit is 
included automatically only in standard 
issues—not if the applicant is substand- 
ard for life insurance—which would 
make the factor of anti-selection very 
slight. 


Question on Reinsurance 


The point has been made that if a 
company has an application for more 
than its retention and the applicant is 
substandard to the point where the re- 
insuring company would not grant 
waiver of premium at standard rates, it 
would be necessary to issue two poli- 
cies, one with waiver of premium and 
the other without. Mr. Munson said 
that this would be a serious predicament, 
especially from the agent’s viewpoint, 
but expressed the view that the reinsurer 
would go along with any company 
adopting this plan. In fact, he said, with 
an automatic contract, it is doubtful if 
the reinsurers could avoid accepting it. 

One objection raised is to the cost of 
stocking two sets of policies which are 
identical except that one includes waiver 
of premium and the other does not. He 
held that this could be met by the use 
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of riders. Another is that a new rate 
book would be required. He suggested 
various temporary expedients to take 
care of this until] new rate books are 
issued. 

An additional advantage that he 
stressed particularly was that inclusion 
of this benefit in all standard policies 


would result in maximum spread of 
risks and result in a more favorable 
loss ratio. It would mean increased 


prestige and agent morale and would be 
of tremendous benefit to the insured in 
event of disability. There is an especial 
advantage to the person who is sub- 
standard for waiver of premium, but 
standard for life, in that through this 
method he would obtain the benefit at 
the standard (hidden) rate. 

The benefit would be extended to 
women without the “termination at mar- 
riage” clause amd to children of age 10 
or more. Mr. Munson feels that this is 
a safe practice, as fraud always hinges 
on a profit motive and it is hard to see 
where that motive would exist in either 
the case of the young student or the 
housewife. There would be substantial 
savings in clerical and administrative 
cost. 


Underwriting Factors Considered 


He reviewed in considerable detail the 
factors that must be considered in un- 
derwriting waiver of premium, including 
occupation, non-occupational activities, 
physical condition, finances and over- 
insurance, and analyzed the practices of 
the companies in issuing this benefit. 

He also took up the subject of double 
indemnity, which he said usually is tied 
in with waiver of premium, although 
really there is very little that the two 
subjects have in commori. The same 
general factors have to be considered, 
but Mr. Munson went into more detail 
in regard to some of them. He said the 
occupational accident hazard has been 
greatly decreased, largely through edu- 
cation, substitution of machinery for 
manual labor and shorter working hours, 
but occupational underwriting is. still 
highly important and constant vigilance 
is required. 


More Non-Occupational Accidents 


While the decrease in working time 
has lowered the occupational accident 
rate, it means that workers have more 
time to indulge in non-occupational ac- 
tivities which may increase the accident 
rate more than enough to offset the low- 
ering in the occupational rate. In that 
connection, he mentioned the automo- 
bile hazard, participation in sports and 
drinking, which almost never produces 
accidental death directly, but certainly 
is a contributing cause to many acci- 
dents. Physical conditions which are 
not serious in themselves may contribute 
to the seriousness of accidents. 





Mr. Munson viewed with considerable 
concern the fact that some companies 
are now granting extremely large 
amounts of double indemnity. He de. 
clared that the generally accepted limit 
of $50,000 is very liberal, ‘‘and if we fol- 
low the apparent trend to disregard it, 
we may pay dearly when, and if, oyr 
economy undergoes a change modernly 
called a readjustment or disinflationary 
period.” He said it will never be known 
how many millions of dollars have been 
paid as double indemnity for deaths 
which were actually suicide, but when 
in the case of an “accidental” death it js 
found that the pbdlicyholder’s business 
was going downhill, or that his health 
had greatly declined since the policy 
was issued, it probably was not merely 
a coincidence that he carried a large 
amount of double indemnity. ji 


Fulton Marks 20th Year 
as Home Life President 


James A. Fulton recently marked his 
20th anniversary as president of Home 
Life of New York 
at a luncheon. He 
briefly traced the 
progress of the 
company in the 
past 20 years, 
thanking the offi- 
cers for their part 
in its growth. In- 
surance in force 
when Mr. Fulton 
became president 
amounted to $382,- 
459,565 compared 
with $819,527,000 
today, an increase 
of , 114%. Assets 
increased 225%, to reach $218,700,000. 
Home Life’s average size policy in 1928 
was $4,943 as contrasted with $12,654 
in 1948. 

Mr. Fulton opined the company’s 
greatest gain was not reflected by sta- 
tistics but in improved field organiza- 
tion. Instead of a large group of full 
and part-time agents who were making 
a very small average compensation, the 
company today obtains the bulk of its 
business from a much smaller group of 
highly trained field agents working on 
salaries plus incentive factors. 

Mr. Fulton joined the company in 
1927 in charge of agencies. 








J. 


A. Fulton 





Wis. Merger Hearing Nov. 25 


Commissioner Lange of Wisconsin 
will hold a hearing at Madison Nov. 25 
on the petition of Great Northern Life, 
which is a Wisconsin corporation, and 
Washington National for approval of a 
proposed contract of merger and rein- 
surance. 











Wisconsin National Honor Roll Scroll 


FE 

















Pictured is the presentation of the honor roll scroll, on which are inscribed the 
names of the 67 leaders in the October production drive honoring President R. P. 
Boardman of Wisconsin National Life. From left: C. E. Schwalm, Galesburg, IIl., leader 
in life sales; Mr. Boardman; George Sanders, Springfield, Ill., leader in A. & H., an 
W. J. W.-Merritt,.agency director. 
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TMMUSE 


| Rounding out its broad line of policy contracts, Phoenix Mutual announces six 
new plans designed to meet specific needs in today’s life insurance market. 


This New Merchandise, available now, includes: 


1, 15-Year, Single and Double Family Income Riders to protect shorter term 
mortgages and for the family man with older children. These new plans supplement the 
company’s present 20-Year Riders and provide, respectively, $10 and $20 monthly 
income and $1,000 final payment for each $1,000 of basic policy. 


2. Juvenile Series available at age two weeks. Includes six contracts: Annual 
Life, 20 Pay Life, Endowment at 18, and Retirement Income at 55, 60, and 65. Six 
additional plans are available at age 5, as formerly. 


3. Economic Protective Life. Low cost protection policy for business insurance 
purposes. A modified life plan with premiums during first two years 80% of those in 
subsequent years. 


4, Special Retirement Income Plans designed for pension trust market to fulfill 
essential requirements of most employee retirement plans. 


Phoenix Mutual’s full line of policies, extending from Retirement 
Income to Term, are available to qualified Surplus Line repre- 
z sentatives. For complete information, phone nearest branch office 
of the company, or write to the Home Office in Hartford, Conn. 
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— Deena in 
UCD Regulations 


in California 


SACRAMENTO —Several changes in 
the operation of UCD plans in Cali- 
fornia were considered at a hearing con- 
ducted by the director of the unemploy- 
ment stabilization commission relative 
to new regulations. Most of them re- 
lated wholly to unemployment com- 
pensation, but as the UCD plan is made 
a part of that act, changes in it were 
tied up with the general setup. 

The regulations of greatest interest 
to insurance were those relating to defi- 
nitions of hospital, confinement and day, 
under the amendment adopted by the 
last legislature, which were promulgated 
as emergency regulations by Director 
James Bryant Oct. 3. 


Time for Approval 


The regulation which will be of great- 
est practical interest to producers of 
UCD business is the one which requires 
that a voluntary plan in order to be 
approved by the department must be 
filed on or before its effective date. 
The department is given power to ex- 
tend the time for a period not to exceed 


seven days. Heretofore the board’s dis- 
cretion has been exercised and approval 
given for the filing as much as several 
weeks after the effective date. It is clear 
that the personnel of the board will 
simply lack any authority to give any 
extensions beyond the seven days. H. 
Harold Leavey, vice-president and gen- 
eral counsel of California-Western 
States Life, made a plea that the board 
should retain discretion beyond the 
seven-day period, at least to cover ex- 
traordinary situations such as the ne- 
gotiation of a collective bargaining con- 
tract providing for welfare plans, 
including group insurance and the UCD 
coverage. Frequently contracts are not 
arranged by the date it is hoped to have 


them effective. 
Would Call It “Hospital Benefit” 
During the discussion Mr. Leavey 


again urged that the department in its 
regulations should frankly call the new 
benefits a hospital benefit or a hospital 
confinement benefit and avoid the so- 
called descriptive phrases of “basic bene- 
fit” and “additional benefit.” He said 
that the persons insured, employers, 
and the personnnel of the department, 
the department, the state fund and in- 
surers would certainly use the term 
“hospital benefit” or “hospital confine- 
ment benefit.” He charged that the use 
of “basic” and “additional” was gobble- 
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digook which rendered the concepts 
confusing and would make department 
letters longer and understanding foggy. 

Charles Scully, for the Federation of 
Labor, urged that the department’s pro- 
posed terms be retained. He apparently 
fears that if the new benefits are called 
“hospital benefit” or “hospital confine- 
ment benefit” that it is more likely 
that the act will be upset, since Section 
150 of the original act in stating the 
purpose of he disability law states that 
it is “to compensate in part for wage 
loss.” The hospital benefit in reality 
has no relation to wage loss. 


Disposition of Dividends, Refunds 


A great deal of discussion developed 
out of the proposal to provide that in 
addition to the present four methods of 
disposition of any dividend or any re- 
fund of premium a fifth method should 
be provided which would authorize the 
dividend to be disposed of in any man- 
ner agreed upon by the employer and 
the employe currently covered by the 
plan. The other four methods hereto- 
fore authorized are: (1) Reduction of 
payroll deductions for a specific period; 
(2) refund the excess to the employe 
covered by the plan in some fair and 
equitable manner approved by the de- 
partment; (3) increase disability benefit 
either temporarily or permanently; (4) 
apply the excess to the purchase of 
other employe benefits than in the UCD 
plan such as group life, hospital or 
medical insurance. 

The objection to the new category 
comes from the labor representatives. 
They have the attitude that no dividend 
should be paid, but that only benefits 
given to employes. A formal protest and 
appeal has been filed in the matter. The 
labor representatives claim that the 
funds are “trust funds” and as such 
cannot be disposed of under the act in 
any way except the payment of benefits. 
The even challenge the other categories, 
except No. 3, as being invalid. They 
also charge that the new category can- 
not be effective unless “all” of the em- 


| ployes consent. 


Reg. 283 sets up a formula by which 


| there is a reduction of the new hospital 
| confinement benefit and weekly indem- 
| nity if the claimant is receiving regular 


| wages from his employer. 


| 
| 
| 
| 


| 
| 





Paul Pinsky 
of the CIO charged that the proposed 
regulation violated the basic concept of 
the statute creating the new benefit. 
He asserted that the new hospital bene- 
fit should be paid in addition to what- 
ever regular wages an employer may 
elect to pay the claimant. In his protest 
and appeal he was joined by Mr. Leavey, 
whose work it will be recalled first 
established the doctrine that the state 
fund could not pay weekly indemnity 
on top of regular wages. Mr. Leavey 
claims, however, that different concepts 
are involved in the payment of a hos- 
pital benefit as _ distinguished from 
weekly indemnity. Peculiarly enough, 
the State Federation of Labor’s repre- 
sentative attempted to uphold the pro- 
posed regulation denying the hospital 
benefit when regular wages are being 
received. In this position he was joined 
by Leland B. Groezinger of San Fran- 
cisco, representing Life Insurance Assn, 





Hold Tri-Agency Meeting 


Three Penn Mutual agencies held a 
three-day educational meeting at Mc- 
Cormick’s Creek State Park, Ind., for 
their top 25 producers, based on a 10- 
week new business campaign. Dr. Rob- 
ert Weaver, associate medical director, 
and A. M. Royal, director of training, 
were home office speakers. The partici- 
pating agencies were T. E. Lipscomb, 
Louisville; Ray Patterson, Indianapolis, 
and R. W. Angert, Cincinnati. 


Extra Dividend Continued 


Continental Assurance has declared 
an extra dividend of 30 cents payable 
along with the quarterly dividend of 
the same amount, Dec. 30 to stock of 
record Dec. 15. The same extra was 
paid last year. 





Scandinavian and U. S. 
Conditions Are Compared 


Gerhard Hirschfeld, director of Re. 
search Council for Economic Security 
due to laryngitis, was unable to make 
his scheduled appearance before the 
luncheon meeting Tuesday of the insyr- 
ance group of the Union League Clybh 
of Chicago, but a paper that he had pre. 
pared was read by John J. Hebal, as. 
sistant research associate of the coun- 
cil. George F. Manzelmann, president 
of North American Accident, presided 
and the head table group included C. 0, 
Pauley, managing director of H. & A. 
Underwriters Conference, E. H. O’Con- 
nor, managing director Insurance Eco- 
nomics Society, Arthur R. Kaiser, Sears, 
Roebuck & Co., trustee of the research 
council and other leaders in the organ- 
ization; Ray Wetterlund, Washington 
National, president of Insurance Eco- 
nomics Society. One of the guests was 
S. J. Hay of Great National Life, presi- 
dent of American Life Convention. 

Mr. Hirschfeld’s paper sketched the 
welfare plans that exist in the smaller 
European countries, particularly Den- 
mark and Sweden and pointed out the 
differences in attitude, population, com- 
plexion and size that differentiate the 
underlying problems in this country and 
in such European countries. However, 
he said that in the Scandinavian coun- 
tries there is a better organization and 
integration of social services than exists 
in this country. For instance here, he 
pointed out, there is surplus of med- 
ical facilities in the east, and a lack 
of such in the south. He said the re- 
sponsibility of the community for health 
conditions is recognized in these Euro- 
pean countries and is something that 
could well be emulated here. 
Responsibility of Management 

Another point of superiority in these 
European countries, he said, is willing- 
ness of management of take the in- 
itiative for improvement of social con- 
ditions. In this country, an individual 
company may take such initiative, but 
there is lacking the same degree of re- 
sponsibility for horizontal improvement 
that is found in Europe. Here dissen- 
sion, rivalry and jealousy exist to a 
greater extent. 

In Europe, he gaid, there is a higher 
degree of social consciousness. The 
interest in public affairs in Europe is 
much greater and on social matters 
there is moré unselfish thinking and 
responsibility for the common welfare. 
However, he emphasized that in Europe, 
these countries have not had the dy- 
namic opportunity that exists in this 
country and the brilliant achievements. 
In organization of social services, the 
United States is outdistanced by the 
Scandinavian countries, but in oppor- 
tunity for the individual and in stand- 
ard of living, the U. S. is far ahead. 
The question confronting this country 
is how to meet its social responsibilities 
without sacrificing the opportunity ot 
the individual. 


Menace of H. R. 6000 


Mr. O’Connor spoke briefly on the 
menace of HR 6000, the social security 
bill that was passed by the lower house 
of Congress in the last session and that 
will be a big threat in the new Con- 
gress. He said that the three maim 
provisions that are objectionable are 
those to increase the wage base for tax 
purposes from $3,000 to $3,600 per 
year, which collides with the Hoover 
committee recommendation to leave s0- 
cial security on a pay-as-you-go basis; 
the direct entrance of the federal gov- 
ernment into the industrial life insur- 
ance business by providing a death 
benefit in connection with all covered 
employes and the setting up of a sepa- 
rate section providing for total an 
permanent disability benefits. This, he 
said, is adequately cared for in the need 
section of the law and would only lead 
to the inclusion of partial and temporaty 
disability benefits, following the Euro- 
pean pattern of snowballing. 
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Balanced Operation 
Required in Agency 
Management 


Managing a life insurance agency re- 
quires a “balanced operation which is 
difficult for a man 
with average abili- 
ties to maintain,” 
W. Eugene Hays, 
general agent of 
New England Mu- 
tual Life at Bos- 
ton, said at the 
annual meeting of 
L.I.A.M.A. at Que- 
bec. 

“Your responsi- 
bility to your com- 
panies,” he said, 
‘is to procure an 
adequate volume of 
quality business at 
a reasonable price. Your manager’s re- 
sponsibility goes beyond that. He must 
deliver a satisfactory volume of new 





W. Eugene Hays 


business at a cost which is withif the 
expense margins you establish.” 

It is of first priority, Mr. Hays 
pointed out, that the manager establish 
a definite organization pattern in writ- 
ten form which allocates all the duties 
to be performed by the agency to those 
best equipped to carry them out. A 
good beginning point is to have each 
employe write out a detailed job analy- 
sis of the duties he performs, Mr. Hays 
observed. When these are correlated, 
duplication of activities are often found 
which can be eliminated and consolida- 
tions of jobs can be effected for greater 
efficiency. 


Security Important to Staff 


“Key personnel must have the ‘want 
to’ which I believe is directly related 
to the security which their job affords 
them,” Mr. Hays averred. ‘Agency 
employes are security-minded. To them, 
the large rewards and the equivalent 
risks, which are a part of the agent’s 
career, have little appeal. Fair com- 
pensation and future security are im- 
portant to their happiness. An insur- 
ance and pension plan, in my opinion, 


is much more necessary to the job sat- 
isfaction of the agency staff than it is 
for the agents.” 

Mr. Hays remarked that he is im- 
pressed with the general inefficiency of 
the average agency floor plan. He sug- 
gested that space be allocated in such 
a way that those who normally have 
no contact with the public are shielded 
from all interruptions. 

Mr. Hays does not believe that an 
agency manager can expect an efficient 
operation unless he strives to hire em- 
ployes who have superior ability and 
unless he is willing to pay above aver- 
age salaries. 

Before an agency manager can in- 
telligently plan his financial commit- 
ments, he must be thoroughly familiar 
with the factors which influence profit 
and loss in an agency operation, Mr. 
Hays explained. He must know how 
to estimate unit costs and when it is 
safe to vary such costs to improve his 
profit position, 
it is considered an important part of 
the agency team,” he said. “It likes to 
be reminded that the agents’ success 
rests in large measure upon how well 
the staff ‘runs interference.’ One agency 











The New 






LOOK] 


at Opportunity .. 


in Insurance 


is STERLING! 


at Commissions .. . Both first-year and renewal .. . High enough 
to pay your writing men top commissions with substantial overwrite. 
All 1st year premiums considered new business. 


at Insurance Values. . 
time disability value, finest “Silver Seal” 
Plan (no limited doctor’s fee schedule), soon-to-be-announced Non-Can 
line, lowest net cost whole life and all standard life policies . . 
plete unbeatable line! 
at Cooperation. . . home office help in sales aids, tested lead- 
getting promotions, prize contests, and agency development. 

, the BIGGEST in the busi- 
ness! Earn MORE money now and build LARGER 
future income. We are adding good men, strong 
organizers, ambitious producers as general agents 
and district agents, and offer speedy service to 
brokers. Write today for the full story in complete 
confidence. Address L. A. Breskin, President. 


STERLING INSURANCE COMPANY 


0000 Sterling Building, 737 N. Michigan Ave. e 


. Best in the business, with leading Life- 
Medical, Surgical, Hospital 






- COom- 







KENTUCKY 
and VIRGINIA 







territory 
NOW 
AVAILABLE 










Chicago 11, Ill. 















officer of a large company has on his 
routine schedule for evety agency visit 
a short meeting exclusively devoted to 
the office staff. The morale value of 
this simple but sincere gesture is tre. 


mendous.” 


CAN SAVE $250,000 


New York Life 
to Try No-Receipt 
Plan in 7 Areas 


New York Life is trying out in seven 
representative territories the plan of not 
sending receipts to policyholders unless 
they specifically request them or pay- 
ment is made in cash. This applies to 
renewal premiums only. The aim is to 
get the reaction of policyholders with 
a view to instituting the plan country- 
wide if the experiment proves success- 
ful. 

The company estimates that if the 
plan is adopted company-wide, it will 
result in a saving of about $250,000 a 
year. This is based on three cents 
postage for each receipt that will not 
have to be mailed and three cents for 
the cost of materials and handling. 

The plan is being tried in Chicago, 
northern Illinois, Pittsburgh, St. Louis, 
Atlanta, Washington, D. C., and Ft. 
Wayne. 


Starts with December Premiums 


The experiment will start with pre- 
miums falling due in December. Notices 
for premiums due the first half of De- 
cember will be sent out the middle of 
this month, while those due in the lat- 
ter half of December will be sent out 
at the end of November. 

There is a new form of premium no- 
tice with a stub attached, very much 
like the usual telephone bill. The policy- 
holder tears the notice apart at the per- 
foration, sends the stub back with his 
remittance and keeps the other for his 
records. 

Along with the new type of notice 
will go @ leaflet explaining how the 
transaction is to be handled and making 
it entirely clear that any policyholder 
who wishes a receipt can have one by 
requesting it when making payment. 

Even where a policyholder requests a 
receipt, the procedure will be simplified. 
Those who wish receipts are asked to 
send in the notice as well as the stub. 
The notice will be stamped “Paid” and 
sent back to the policyholder. In case 
such a policyholder fails to send or 
bring in the notice, a receipt will be 
made out. 

New York Life is the largest com- 
pany that has moved toward the elimi- 
nation of premium receipts. The plan 
was put into effect on a company-wide 
basis some months ago by Connecticut 
General and Phoenix Mutual and has 
worked out extremely satisfactorily. 
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Gives 12 Points 
for Improving 
Field Relations 


QUEBEC—Ralph G._ Engelsman, 
general agent Penn Mutual, New York 
City, gave 
L.I.A.M.A. mem- 
bers 12 points 
which he said 
would enable agen- 
cy departments to 
improve relations 
with the field. He 
also outlined a 
sample plan of dis- 
tribution that 
would preserve the 
agency system but 
would change 
methods of selec- 
tion, training and 
supervision 
of agents. It also would change the 
structure of the agency department. 

Mr. Engelsman made these sugges- 
tions for creating better relations be- 
tween home office and field: 

j. Let your general agents know that 
you are aware of changing conditions 
and are actively trying to work out 
ways and means to take care of these 
current problems. 

2. Take the general agents into your 
confidence. 

3. Take the trouble periodically to 
look into the immediate needs of the 
individual agents. 

4. Be realistic in assigning quotas 
both as to volume, premiums and man- 
power. 

5. Visit agencies yourself (the agen- 
cy vice-president) or have someone else 
from the home office visit agencies often 
enough to stay long enough with the 
agency so that you can get the feel of 
its operation and its problems. 

6. Have a conscious realization of the 
fact that you cannot fool your general 
agent. 





R. G. Engelsman 


Have Own Programs in Shape 


7. The general agents want to know 
that you really believe in life insur- 
ance, believe in it enough to see that 
your own insurance program is suffi- 
cient and in good shape. 

8. Try to build enough prestige in the 
company for your department so that 
you will have a chance to guide other 
departments in dealing with agencies. 

9 When you think they are right, 
have the courage to fight for your field 
people with your officers and board of 
trustees. P 

10. It is important that you develop 
new ideas, new conceptions that are in 
tune with the times. It is a great bol- 
ster to morale when the company comes 
up with something new or a new dress 
for something old. 

11. Just as it is important for the 
agents and general agents to be inter- 
ested in community activities, as a lead- 
er, you should be interested and active 
iN some civic or public affairs and the 
feld forces should know about it. 

12. Have an active curiosity about the 
sales methods of other industries which 
are in constant competition with us for 
the public’s dollar. Perhaps many of 
their methods may well be adapted to 
ours. 


Highlights of Distribution Plan 


Mr. Engelsman’s plan of distribution 
Would include a survey of potential 
markets to insure development of ‘busi- 
ness in profitable areas; investigation 
to find out what the public wants in 
the way of life insurance; reorganiza- 
tion of the agency department along 
the lines of those followed in many 
great industries, which would include 
direction of policy by the head office, 
delegating the carrying out of policy 
to regional directors, usually about 10, 
wno would in turn direct state super- 
Visors, under whom would be agency 
Grectors with their agents. 

_ At the beginning of each year the 
head office woiild set a business objec- 
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tive for each region, with a budget, 
both being broken down for each cit 
in the region. Salaries of regional di- 
rectors and agency heads would be 
based on a specified amount of poten- 
tial business and would be governed by 
net increase in business in force, new 
organization, and efficiency of business 
operation. Agents’ compensation would 
be developed on the same general lines. 
There could be additional compensa- 
tion for savings on the budget, a bonus 
for net increases in business over 
quota, and of course, adequate retire- 
ment ‘benefits. This would be a big 
task, but it could be adopted gradually, 


Mr. Engelsman said. 

Top-ranking recruits, picked by best 
possible methods, would be sent to the 
home office for comprehensive training. 
Other recruits, not more than five times 
as many as the special group, would 
also be taken on. 

Mr. Engelsman touched on the pos- 
sible danger that the swapping of ideas 
characteristic of the life insurance busi- 
ness might be in danger of going so 
far as to discourage healthy competi- 
tion in developing plans and ideas by 
companies in line with their own esti- 
mates of the public needs and desires. 


17 Canadians Get Prizes 


Seventeen students of Canadian uni- 
versities attained a sufficiently high 
standing at the early examinations of 
the Society of Actuaries to qualify for 
prizes offered by the Canadian Life In- 
surance Officers Assn. 

This is the third successive year that 
the association has made these awards, 
the purpose of which is to encourage 
promising young Canadians of out- 
standing mathematical ability to seek a 
career in the actuarial field. The exam- 
inations lead to fellowships in the So- 
ciety of Actuaries. 








4 











Sure Builds UP 


Those “‘level’? commissions — same 
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Hoosier Companies 


Honor Forbes 


INDIANAPOLIS—Executive officers 
of nearly every domestic Indiana insur- 
ance company turned out Monday eve- 
ning to honor Commissioner David A. 
Forbes of Michigan, president of Na- 
tional Assn. of Insurance Commission- 
ers. Taking advantage of the fact that 
Mr. Forbes would be at Indianapolis 
to address the annual meeting of In- 
diana Assn. of Insurance Agents, 
Commissioner Frank Viehmann of In- 
diana enlisted the assistance of Edward 
P. Gallagher, executive vice-president 
of American States, in arranging an In- 
diana all-industry welcome. The affair, 
originally planned as a small dinner, 
developed into a banquet with an at- 
tendance of about 100. The 31 com- 
panies represented included practically 
every type of insurer in the state. 

Che occasion was a unique one, 
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Gallagher observed, in that it was pos- 
sibly the first time that fire and casualty 
reciprocals, mutuals and stock com- 
panies have gotten together with the 
life companies for a non-business rea- 
son. While the dinner was a_ social 
event in honor of Mr. Forbes, it also 
provided a handsome demonstration of 
the unity of the industry as respects 
the desire for continued state regulation, 
Mr. Gallagher declared. 


Group at Head Table 


The head table group was composed 
of Messrs. Forbes and Gallagher, and 
T. S. McMurray, executive vice-presi- 
dent of State Automobile of Indiana, 
Indiana commissioner 1921-27; Com- 
missioner Viehmann; John Pearson, 
state agent for St. Paul F. & M., com- 
missioner preceding Mr. Viehmann; 
John D. Cramer, Indiana deputy com- 
missioner; Harry Hershey, Illinois in- 
surance director, and Frank Bartsch, 
Illinois deputy director. 

Commissioners Hershey 


and Vieh- 
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mann paid high tribute to Mr. Forbes, 
mentioning especially his efforts to 
maintain state regulation of insurance. 
In his remarks, Mr. Forbes stressed 
the need for the companies to help the 
departments. He emphasized that the 
commissioners are sincerely attempting 
to regulate the business in the public 
interest. Decisions are made with an 
eye to keeping regulation uniform be- 
tween the states. 


Air of Friendly Hospitality 


The general tone of the dinner was 
that of friendly hospitality, and the few 
serious remarks were widely scattered 
between comments of good fellowship. 
The addresses were impromptu and 
brief, Mr. Forbes limiting his talk ‘to 
the length of the weakest kidney.” 

C. R. McCotter, president of Grain 
Dealers National Mutual Fire, and 
Frank H. Sterling, vice-president of 
State Life of Indiana, were called on 
to take bows as chief arrangers of the 
gathering along with Mr. Gallagher. 
Among the guests were Glen Waugh, 
chief examiner of the Ohio department; 
James A. Watson, assistant attorney 
general of Indiana attached to the de- 
partment; Joseph G. Wood, counsel for 
Indiana Assn. of Legal Reserve Life 
Companies, and Harry Cooper, secre- 
tary of National Assn. of Mutual Insur- 
ance Companies. 


Companies Represented 


Fire and casualty companies 
sented, most of them by their presi- 
dents, were: American States, Capitol 
Indemnity, Vernon General, Merchants 
of Indiana, Secured F. & M. and Se- 
cured Casualty, Hoosier Farm Bureau, 
Farm Bureau Mutual, State Auto of 
Indiana, Farmers Mutual Liability, In- 
diana Ins, Co., Indiana Union Mutual, 
Indiana Mutual Hail, Indiana Farmers 
Mutual, Grain Dealers Mutual, and In- 
diana Lumbermens Mutual. 
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Woodward Projects 
Market to 1975 


Donald B. Woodward, economist 9; 
Mutual Life of New York, cautioned 
at the annual meet. 

ing of LJ, A.M.A, 


at Quebec, that in 
the light of increag- 
ing life expectancy 
the life insurance 
agent should not 
emphasize in his 
sales presentation 
the risk of dying 
too soon. The 
agent who does 
overemphasize _ this 
risk fails to fulfill 
his responsibility 
to the policyholder 
by giving him a 
covering all his 





D. B. Woodward 


balanced view and 


needs. 
Offers Fascinating Prognostication 
Mr. 
fascinating 
prospects in 


Woodward engaged in some 
prognostication of business 

1975. He said there will 
be at least 30 million more persons in 
the United States by 1975. By tracing 
the characteristics of the buying public 
from 1900 to the present, he projected 
his forecast to 1975, concluding that 
the average income has risen more than 
21% times since 1900, even in dollars 
of constant purchasing power, so that 
on the most cautious projection by 
1975, it will rise to somewhere between 
$7,100 a year to $9,600 a year in dollars 
of present purchasing power. 


Provide for More Retirement 


He pointed out that in 1900 a man 
could expect to have only one year of 
retirement. At present, he needs to 
provide for five years of retirement and 
by 1975 will need to consider providing 


for seven years of retirement. He fore- 
cast that by 1975, 75 men out of 100 
will reach age 65 and beyond. 

Mr. Woodward estimated that the 


number of women having jobs will rise, 
but there will be increases in the num- 
ber of women and increases in the num- 


ber of families. The market will rise 
in numbers and the needs of each of 
these numbers will be greater. 


Announce Four Speakers 
for Chicago A. & H. Assn. 
Sales Congress, Nov. 22 


The program has been completed for 


the annual sales congress of Chicago 
A. & H. Assn. Nov. 22, according to 
John H. Campbell, Provident Life & 


Accident, president of the association. 

The congress will start with a lunch- 
eon at which Dr. Ralph J. Gampell has 
already been announced as_ speaker, 

The sales congress proper will con- 
vene following lunch. Sidney Fields, 
general agent for Massachusetts Indem- 
nity at Cleveland, will tell ‘What 
Makes the Leading Producer.” Joseph 
Meek of the Illinois State Retailers 
Assn. will treat “You Can’t Sell It If 
You Haven't Got It.” H. C. Doehne, 
general agent in Chicago of the inter- 
mediate A. & H. division of Continental 
Casualty will have as his subject “Sell- 
ing A. & H. insurance Successfully.” 

The meeting is open to everyéne. 
There will be a charge for the luncheon, 
but attendance at the sales congress 15 
free. 


Resigns as N. M. Manager 


O. K. Johnson, Albuquerque, has 
resigned as manager of Business Men's 
Assurance in New Mexico. 

Mr. Johnson joined B.M.A, in 1926 
and has been regularly a member or 
director of the Grant Club, company 
honor group. He served as president 
in 1928, 

He became manager at Albuquerque 
in 1944. Before that he was located at 
Columbus, O. 
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Explores Possible 
Causes for Decline 
in Applications 


The growth of group insurance, and 
even more, the growth of pension plans 
both in number of cases and in the 
amount of pensions provided may be a 
cause of the decrease in number of in- 
dividual applications, Charles J. Zim- 
merman declared in a speech before the 
annual meeting of the Life Insurance 
Agency Management Assn. at Quebec. 

Mr. Zimmerman, associate managing 
director of L.I.A.M.A., appeared on a 
panel discussion of research projects and 
was referring to the research study of 
the number and volume of applications. 

“But we would also expect the in- 
crease in group and pensions to bring 
about a decrease in average size of ap- 
plication, which is not the case. In this 
connection, pension plans may well have 
a more serious influence than group in- 
surance,” he commented. 

“Since the war, pension plans have 
grown both in number and_ benefits. 
Many established pension plans have 
been revised upward to meet increased 
living costs, increased earnings, in- 
creased demands for more adequate pen- 
sions, and increased recognition of our 
social responsibility to provide higher 
pensions. 

“In those cases where life insurance 
js not used to furnish pensions, the em- 
ployes’ share of the cost in contributory 
and other plans have the effect of leav- 
ing less money for the employe to pur- 
chase personal insurance. 

Mr. Zimmerman said group A. & H., 
group hospitalization, group surgical, 
plans is nevertheless a significant one. 
It leaves the employe with less money 
with which to purchase personal life in- 
surance. 

“In those contributory cases where life 
insurance is used to underwrite pensions, 
a double barreled effect takes place; 
namely, less money to purchase personal 
life insurance, and less need for it,” he 
declared. 


Group Casualty a Factor 


A factor which possibly has had an 
effect on the increase in size of applica- 
tions, he said, is that over 95% of the 
16 million who were in the armed forces 
were exposed to some pressure to pur- 
chase $10,000 of N.S.L.I. Upon return- 
ing to civilian life, the men were accus- 
tomed to think of life insurance in larger 
amounts. 

“This may explain in part the trend to 
larger average size applications. But 
what about the decrease in number of 
applications? In 1945 and 1946, millions 
of young men returned to civilian life 
and gainiul civilian occupations. They 
were added to the market of life insur- 
ance prospects. Despite our efforts to 
conserve NSLI, millions dropped this 
insurance or reduced it. Meanwhile, 
population growth, the rate of mar- 
rages, the rate of births, all increased 
markedly, while the divorce rate and 
death rate decreased. Does this not 
Suggest that our market was expanding 
m number?” he asked. 

Mr. Zimmerman saw a possible clue 
to the decrease in the number of applica- 
tions in the study of Psychological Corp. 
of New York, which asserted that 25% 
of the people who own life insurance 
had not been called on within two years, 
and that 50% of the people who own no 
life insurance had not been called on 
within two years. 

Mr. Zimmerman told the agency offi- 
cers that no definite conclusions had 
deen reached on the cause of the decline 
in the number and the increase in size 
ot applications. He urged the execu- 
tives to examine the situation in their 
respective companies. 

“We should know if we are creaming 
the market; if we are neglecting the 
middle layer market and thereby creat- 
ing a vacuum; if we are facing a nar- 
rowing market; if we are going into a 
lower premium type of market. If these 


YUM 


things are true, more research should be 
undertaken. We should know the causes 
of these things; we should know the 
effects; we should know the dangers; 
and we should know what to do about 
them,” he concluded. 


Slate Ouster of 
UOPWA from CIO 


for Red Leanings 


The United Office & Professional 
Workers of America and James Durkin, 
its president, will be tried by an execu- 
tive board of the CIO on charges of 
following the policies of the Communist 
party rather than those of the national 
CIO. 

The UOPWA represents Metropoli- 
tan Life agents in greater New York 
and New Jersey, and will participate in 
bargaining representative elections in 
other areas. It represents John Han- 
cock agents countrywide. A number of 





smaller industrial writing company 
agents are also represented by the 
UOPWA. 


The union has been losing its strength 
among agents for some months and is 
expected to suffer even more as a result 


of the CIO executive board’s action. 

Three committees will conduct the 
hearings for the CIO. It is expected 
that they will be concluded within 
three months. 

If the leaders are found guilty, as is 
generally anticipated, they will be ex- 
pelled from the board, their unions dis- 
solved, and jurisdiction given over to 
less radical groups. CIO insiders have 
said privately that there is little like- 
lihood of the leaders being exonerated 
of the charges. 

The CIO will probably form another 
union to organize the groups now 
aligned with the unions to be expelled. 


TDB Regulations Issued 


NEW YORK — The first regulations 
implementing the New York state tem- 
porary disability benefits law have been 
promulgated by the workmen’s compen- 
sation board and filed with the secre- 
tary of state. They include the sub- 
jects discussed in the Albany hearings 
on the proposals in October and relate 
to basic definitions and rules with em- 
phasis on the aspects of the law which 
become effective Jan. 1, 1950. 

An advisory committee is taking fur- 
ther time to study the regulation of new 
and existing plans. Further proposed 
regulations are being prepared by the 
several committees working on the law 





with respect to provisions which become 
effective July 1, 1950. A hearing on 
those proposals will be held before they 
are adopted. 


To Release O’Mahoney 
Group’s Investment 
Questionnaire 


WASHINGTON — The joint eco- 
nomic committee’s investment subcom- 
mittee plans to release next week-end 
a questionnaire on investment policies 
and practices sent to a number of life 
companies, 

The subcommittee has hearings sched- 
uled for December on investment poli- 
cies, when insurance executives are ex- 
pected to testify. 

Senator O’Mahoney, subcommittee 
chairman, says, in connection with his 
bill to federally charter corporations 
engaged in interstate commerce, that in- 
surance companies “ought to abide by 
national standards.’ While not pretend- 
ing to “say dogmatically what those 
standards should be,” O’Mahoney said 
there should be “a national rule of con- 
duct for these organizations which carry 
on national business upon which the 
standard of living of all of the people 
depend.” 
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They are pleasantly surprised to find that with The 
Prudential's Modified Life 5 policy they can afford 
additional protection right now—because the premium 
for the first five years is just half the rate in later years. 
At age 30, for example, the premium for $5,000 
Modified Life 5 is only $65.10 annually for the first five 
years, $130.20 in later years—and dividends are usually 
payable beginning with the end of the second policy 


year. 


No wonder Prudential Representatives and Brokers sold 
53,000 policies for $303,744,998 on this one plan last 


year! 


... isn't the only one. Many clients feel that they, too, 
are shouldering a world—a world of expenses—and that 
adequate protection for their families is out of the ques- 
tion until their incomes increase. 


PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


WESTERN HOME OFFICE, LOS ANGELES, CALIF. 
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Turnover Rate Good, 


Although the life insurance business 
is always disturbed at the rate of turn- 
over among its new agents, and goes 
to ever increasing trouble to cut that 
rate down, it nevertheless has a turn- 
over far below that of other businesses 
using a commission compensated sales 
force. Strangely enough the life insur- 
ance business seems to be the only one 
which is willing to reveal what its ac- 
tual turnover is—roughly about 50% 
annually. That 50% figure is, of course, 
subject to exceptions regarding financed 
agents, industrial agents, etc. Yet the 
only comparable figure for a similar 
sales force in another industry, which 
refused to let its name be divulged, was 


far in excess of that figure. It was, it 
is understood, above 90%. Even then, 
according to L.I.A.M.A., other busi- 


nesses, on a company or industry level, 
will not divulge how they compute their 
turnover rate, creating doubt as to the 
authenticity of their figures. Compara- 
tively speaking then, the turnover rate 
in the life business is not as serious as 
it is in other occupations. 

it is typical of the business however 
that it does not accept its relatively 


Chance to Tell Public 


It is clearly going to be an uphill 
battle to get the public to appreciate 
the distinction between the subsidized 
National Service life insurance divi- 
dends which are about to be paid and 
the dividends paid by life companies, 
which enjoy no such subsidy from the 
taxpayers. 

Even highly intelligent men are mak- 
ing invidious comparisons between life 
company dividends and those to be paid 
on NSLI policies. 

The public has little idea how heavily 
the taxpayer subsidizes NSLI. Only an 
infinitesmal percentage of the public has 
any idea that all service-connected dis- 
ability and death claims are not charged 
against NSLI reserves but are paid out 
of the federal treasury. Even when told 
about this, the public finds it hard to 
believe. If service-connected claims 
were all going to be paid by the tax- 
payers, why was it necessary to set up 
an insurance plan at all, many of them 
ask incredulously. 

Similarly few non-insurance people 
realize that NSLI is entirely free of 
such expenses as salaries, taxes, com- 
missions, rent, postage, travel, adver- 
tising and sales promotion, or that the 
government makes available a_ special 
bond issue to NSLI at 3%, whereas the 


in Comparison 


good record and let the matter drop. 
With great logic it continues to try to 
lessen its turnover problem. 

The many studies of recruiting prob- 
lems which have taken place in recent 
years are examples of a great desire 
to solve the turnover problem. Fortu- 
nately these studies are now being col- 
lated by the L.I.A.M.A. and progress 
is being shown. More soul-searching 
and perhaps hair pulling, has gone on 
in this field than in many others. Never 
has there been such an array of ap- 
titude, psychological, environment, per- 
sonality, health, market, etc., tests to 
help the manager or general agent select 
the right men. Truly, selection of agents 
is as scientific a procedure as selection 
of risks, ; 

If the problems of recruiting some- 
times seem overwhelming, let encour- 
agement be taken from the available 
figures which show that the business is 
doing better in this regard than per- 
haps all other businesses. To know 
that a job is being done well is en- 
couragement to those engaged in it to 
do better. Much improvement has re- 
sulted. More will follow. 


the NSLI Facts 


highest it offers private insurers is 214%. 

As word gets around of the juicy 
dividends being paid under NSLI, there 
are going to be more and more people 
who wonder why life companies can- 
not pay dividends on a _ comparable 
scale. The Institute of Life Insurance 
has embarked on a constructive edu- 
cational campaign that we have previ- 
ously commented on. It is facing a 
tough job, because the life insurance 
business cannot afford to seem.to be put- 
ting out an alibi, or to be taking a nar- 
rowly competitive attitude. Yet it is 
important that newspaper editors and 
others who influence public thinking 
should appreciate with the forthcoming 
dividend NSLI will have enjoyed a sub- 
sidy from the taxpayers of between $3 
billion and $4 billion. 

Possibly the fact that Chairman 
Rankin of the House veterans affairs 
committee is sponsoring a bonus bill 
for veterans of the recent war offers an 
indirect means of getting across to the 
public the tremendous subsidy that 
NSLI receives. A bonus bill will re- 
ceive vastly more comment in the press, 
radio and other media than the NSLI 
dividend possibly could. Every effort 
should be made to get introduced into 
these discussions the fact that the vet- 


erans are receiving a bonus of nearly 
$3 billion just in the dividend to be paid 
beginning in January, regardless of any 
other bonus to be voted. 

We do not say that the payment of 
this $3 billion bonus should be a rea- 
son for not paying a bonus along the 
lines suggested by Rankin. That ques- 
tion is for the public, through Congress, 
to decide. From a life insurance stand- 
point, however, it is important to get 
this $3 billion subsidy into the discus- 
sions of the proposed bonus as a means 





of letting the public know that the 
NSLI dividend is a bonus and should 
not be compared with regular life ip. 
surance dividends. The NSLI subsidy 
need be brought in only in an ingj- 
dental way. 

The ithportant thing is that the 
Rankin proposal is going to get plenty 
of discussion and if the concept of the 
NSLI dividend as a subsidy can ride on 
its coat-tails its existence can be far 
more wisely disseminated than would 
otherwise be possible. 








PERSONAL SIDE OF THE BUSINESS — 





C. M. Cartwright, retired editor of 
THE NATIONAL UNDERWRITER, is observ- 
ing his 80th birthday Saturday Nov. 12 
at his home at 2215 Lincoln street, 
Evanston, Ill. He is completely blind, 
but keeps up his spirits and maintains 
his interest in insurance activiiies. 


R. A. Hohaus, actuary Metropolitan 
Life, will be a member of the Self-In- 
surers Assn. panel on the New York 
—— benefits law at New York 

ec. 8. 


William H. Thompson, supervisor 
of personnel of Hartford Accident, has 
been named president of ‘the Syracuse 
Alumni Assn. of Hartford. Dr. Ralph 
Secor of Connecticut Mutual is secre- 
tary. More than 150 alumni of the uni- 
versity live in Greater Hartford. 


Bert A.’ Hedges of Wichita, Kansas 
manager of Business Men’s Assurance, 
underwent a major operation last wee 
and will be confined to the hospital for 
at feast two or three weeks. He has 
had to cancel his engagement to speak 
at the Chicago A. & H. sales congress 
Nov. 22. The meeting of the public in- 
formation committee of International 
Assn. of A. & Underwriters, of 
which he is chairman, scheduled for 
Chicago Nov. 21, also has been can- 
celled. 


Francis P. Sears, chairman of Co- 
lumbian National Life, was honored by 
a company dinner on his 80th birthday. 


Gen. C. R. Boardman, one of the 
founders of Wisconsin National Life, 
who retired as president some time ago 
because of his advanced age, observed 
his 89th birthday with a family dinner 
Oct. 28. His son, Robert B. Boardman, 
now heads Wisconsin National. 


Harry R. Kendall, chairman of Wash- 
ington National, was given a luncheon 
by other Masons on the company’s staff 
to celebrate his recent election as Knight 
Commander of the Court of Honor of 
Scottish Rite Masonry. Mr. Kendall 
recently attended the ceremony of in- 
vestiture at Louisville. 


Rush E. Martin, vice-president of 
Wisconsin National Life, who retired 
after 41 years of service, was tendered 
a banquet attended by 80 home office 
executives and employes. He joined 
the company at organization to establish 
an office and accounting system and 
successively ‘became auditor, assistant 
secretary, secretary-treasurer, and vice- 
president. President Robert P. Board- 
man was toastmaster and with O. A. 
Lichtenberger, vice-president and treas- 
urer, who was_ associated 


Martin 37 years, lauded the honor 
guest for his services. He was present- 
ed a set of matched luggage from asso- 
ciates and other gifts. 


Edward J. Bremer, manager for Pru- 
dential at Elmira, N. Y., was honored 
upon his completion of 35 years with the 
company. 

Edwin M Keough, president of Penn- 
sylvania Mutual Life, has been elected 
governor of the New Jersey district of 
Kiwanis International. 


Hugh O. Maclellan, vice-president of 
Provident Life & Accident, is chairman 
of Hamilton County Tuberculosis 
Assn.’s 1949 Christmas seal drive. 


H. Clay Evans Johnson, president of 
Interstate Life & Accident, Chattanooga, 
has been reelected president of the 
board of Hamilton County Memorial 
Hospital Assn., which is constructing 
a new general hospital at a cost of 
$1,677,087. 

Tom J. Gorman, personnel manager 
of Home Life of New York, partici- 
pated in the Queens College radio 
forum broadcast “How Can We Put 
a College Education to Work?’ He 


discussed the problem of putting a 
liberal arts education to work in a 
buisness career. He also counselled 


college graduates on the ways in which 
they may advance themselves once 
hired. 

Cyrus T. Steven, public relations di- 
rector of Phoenix Mutual Life, observed 
his 35th anniversary with that company. 
After graduating from Trinity in 1914, 
he joined the actuarial department of 
Phoenix. He became manager of the 
policy loan division in 1918, and later 
headed the income settlement division, 
where he wrote many of the early in- 
come conservation plans and was in- 
strumental in establishing the company’s 
present income settlement service for 
policyholders. 

In 1924 he was appointed supervisor 
of advertising aand publicity, and placed 
in charge of national advertising pro- 
gram. He was responsible for develop- 
ing the well known retirement income 
campaign which began in national mag- 
azines in 1926 and has run, with only 
minor variations, continuously to the 
present day. 

At this time Mr. Steven also began 
a 12-year tenure as editor of the field 
magazine. In 1927 he was advanced to 
advertising and publicity manager, a 
title he retained when he became an 
officer of the company in 1932. The 


with Mr. following year a poster he designed on 
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“Financial Independence” received first 
rize in nationwide competition. 

In 1947, Mr. Steven was promoted to 
the newly created post of public rela- 
tions director. 

He is a charter member and past 
president of Life Insurance Advertisers 
‘Assn. He is a director of Hartford Ad- 
vertising Club and a past secretary and 
vice-president of Insurance Institute of 
Hartford. 

Lt. Col. Kenneth Cring has returned 
to his duties as superintendent of agen- 
cies of Pacific National Life after a 
15-day tour of active duty at the office 
of the sixth army provost marshal at 
the Presidio, San Francisco. He acted 
as chief instructor for the affiliation pro- 
gram, which involves training of re- 
serve officers and units. 





————— 
= 


DEATHS _ 


Alex J. Draucker, 49, assistant man- 
ager at Cleveland of Prudential for 19 
years, was killed by a hit-run driver. 

Dr. Ben D. Leonard, 93, died at his 
home at West Liberty, O. In 1912 he 
became a director of Ohio National 
Life and in 1922 was named a vice- 
president. He was the oldest official 
of the company, both in age and service. 

John R. O’Keefe, 79, retired manager 
of Metropolitan Life at Buffalo, died 
there. He joined the company at Buf- 
falo in 1897. 

Dr. Andrew Jackson Fox, 92, former 
chief examiner for Equitable Society in 
Maine, died at Camden, Me. He was 
with the company 46 years when he re- 
tired in 1937. 














N. Y. Agents, Managers 
Merge Administration 


The New York City Life Managers 
Assn, and Life Underwriters Assn. 
have approved a plan whereby the lat- 
ter will handle administrative and fi- 
nancial matters and place its facilities 
at the disposal of the managers asso- 
ciation. The plan will operate on a trial 
basis for one year. The managers will 
pay for the cost of the service. 

The idea for the plan was offered by 
Harry C. Ard, Connecticut General, in 
his acceptance. speech upon being elected 
president of the agents association. It 
is expected that other groups similar 
to the managers association will become 
administratively affiliated with the agents 
association. 


Rejects Prudential Offer 


Delegates from the tri-state area of 
National Federation of Life Insurance 
Agents, AFL, voted to recommend re- 
jection of a Prudential offer of $7 a 
week pay increase and stipulation of a 
two-year contract. 

The delegates representing locals in 
14 cities in Nebraska, Colorado and 
western Illinois, met at Des Moines. 


Gives Employes Brochure 


_L. E. Crouch, president American 
United Life, has sent copies of the 
brochure, “Lest We Forget,” to all em- 
ployes of the company. The brochure, 
published by Ohio Co., Columbus, se- 
curities firm, highlights historical inci- 
dents and periods which either pointed 
to more freedom or contributed to the 
downfall of nations. American United 
long has taken a keen interest in Consti- 
tution Day and other important observ- 
ances of the anniversaries that mark 
American greatness. 


Lynch to Speak at New York 


A luncheon meeting of the New York 
City Life Underwriters Assn. is sched- 
uled on Nov. 17 with William P. Lynch, 
*nd_ vice-president, Prudential, as 
speaker. His subject will be “The Price 
ot Leadership.” 

During the program Harry C. Ard, 
Connecticut General, will be installed as 
association president. 


YUM 


Mutual Benefit Generals 
Look Over Victory Reports 








The honorary generals and their com- 
mander-in-chief look over the results of 
a “military” campaign that made this the 


best October in history for Mutual 
Benefit Life and one of the three most 
productive months of all times. More 
than $35,500,000 was submitted last 
month as a result of the drive. From 
the left are H. Bruce Palmer, vice-pres- 
ident in charge of agencies, W. Paul 
Spillman, chairman, and Dr. Walter A. 
Reiter, vice-president and medical di- 
rector, looking over the first results of 
the contest. Mr. Palmer headed one of 
the two “armies” pitted against each 
other and his agencies were known as 
the Palmer Cavaliers. Dr. Reiter headed 
the Reiter Crusaders. 

* In this battle, the agencies of the 
same normal volume were pitted against 
one another in the two armies. The 
campaign was characterized as a duel 
and it won an award of excellence at 
the meetiing of the Life Advertisers 
Assn. in the category of material to 
motivate agents. There were 49 of the 
72 agencies in the contest which ex- 
ceeded their quotas and the over-all ex- 
cess was $3 million. 





Chicago Agency of Aetna 
Celebrates Five Million 
Month Win Over Detroit 


The Rockwood S. Edwards agency of 
Aetna Life at Chicago this year won 
the traditional App-Scrap contest with 
the Detroit agency during October. This 
was a record year for the Chicago 
agency. During the contest month pro- 
ducers connected with the agency wrote 
the record total of $5,153,621, as com- 
pared to $4,024,240 during the same 
contest last year. There were 60 men 
in the Edwards agency who qualified 
in the contest by writing $25,000 or bet- 
ter, compared to 50 men during the same 
period last year. 

In order to amass the total, the Ed- 
wards producers wrote 320 individual 
cases. The top man wrote $427,826 
worth of business. 

The victory was celebrated by a re- 
ception and banquet at the La Salle 
hotel. 


Havana Delegates Named 
Among the U. S. delegates to the 
Havana meeting of Hemispheric Insur- 
ance Conference at Havana Nov. 20-26, 
are V D’Unger, Lincoln National 
Life; Laurence F .Lee, Occidental Life 
of North Carolina, and Peninsular Life 
of Florida; and A. L. Kirkpatrick, U. S. 
Chamber insurance department manager 
and permanent committee secretary. 


Manhattan Enters Alaska 


Manhattan Life has been admitted to 
Alaska. Development of business will 
be under the direction of Richard E. 
Smith, manager of the life department 
of LaBow, Haynes Co. of Seattle. Larry 
Victors is manager at Anchorage. The 
Alaska Co. at Anchorage has been ap- 
pointed as district manager of the ter- 
ritory. 
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Doctor, Lawyer, 


Merchant, Chief. 


A Childhood rhyme, yet it expresses one of 
the greatest advantages of our competitive 
enterprise system . . . the freedom of the 
individual to work in a calling of his own 
choosing. Under no other system can parent 
and child plan a career together, fully con- 
fident that its ultimate success will be meas- 


ured only by their own initiative and ability. 


To be politically free and economically se- 
cure we must maintain these individual rights 
. .. must continue to provide the incentives 
of profit, prosperity and progress. It is our 
responsibility to protect this heritage for 
our children . . . to improve its advantages 
... to increase its benefits . . . to strengthen 


the security it guarantees. 


Life insurance, a competitive enterprise, 
offers parents and children unlimited oppor- 
tunities for building financial security. Great 
Southern's "Child's Increasing Estate" policy 
guarantees the growing child an established 
life insurance estate at a premium cost he 
will be able to pay when he grows up and 


is ready to take over on his own. 


GREAT SOUTHERN 


INSURANCE COMPANY 


HOME OFFICE HOUSTON 1, TEXAS 
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A 
Ch McMillen 


—_ 


The insurance man, having discovered 
the problem of his prospect through a 
low-pressure, give-and-take interview, 
must then know how to deal with it in 
a manner that is crystal clear. 

Clifford L. McMillen 


347 Madison Avenue 
New York 17, New York 


No. 43 of a series — No. 42 appeared last week 
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CAREER 

aa: 4 
UNDERWRITERS 





of INCOME against 
OLD AGE and ILLNESS 


PAN-AMERICAN LIFE 
INSURANCE COMPANY 
offers a CAREER CONTRACT 
FOR CAREER MEN embracing 
a Pension for Retirement with 
Disability Provisions and Death 
Benefits ... on A Non-Contri- 
butory Basis... 


Plus: UNEXCELLED SERVICE e COMPETITIVE MERCHANDISE e FLEXIBLE UNDERWRITING 
For Information Address: CHARLES J. MESMAN, Superintendent of Agencies 


CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 


Executive Vice President PAN-AMERICAN 
wea tea pase ie oe LIFE INSURANCE CO. 


Vice President & Agency Director 
NEW ORLEANS, U.S.A. 
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Approve Merger of 
Postal L. & C., St. 
Louis Mutual Life 


Merger of St. Louis Mutual Life with 
Postal L. & C. has been approved by 
a board of commissioners consisting of 
Hershey of Illinois, Jackson of Mis- 
souri and Sullivan of Kansas. 

Previously the stockholders and pol- 
icyholders of both companies had ap- 
proved the merger. 

The merger gives the Postal L. & C. 
combined assets of about $8 million and 
insurance in force of approximately $35 
million. 


Had $15 Million in Force 


St. Louis Mutual Life had about $15 
million of insurance in force. It had 
been in business more than 90 years, 
being the oldest chartered insurance 
company west of the Mississippi. Under 
the terms of the merger it will pass out 
of existence as a separate company. 
However, Postal L. & C. will continue 
to service its policyholders through the 
St. Louis office and President Thomas 
E. Sly of the St. Louis Mutual Life 
will manage the affairs of the consoli- 
dated company in St. Louis. 





Sues for Stockholders’ 
List in Move to Buy 
Concord L. & A. Control 


Shenandoah Life has filed suit in 
Merrimack county superior court to 
force United Life & Accident of Con- 
cord to disclose its list of stockholders. 

Shenandoah owns 4,128 shares of 
Jnited. Hugh F. Dickson of Atlanta 
and Frank L. McNeny of Dallas have 
entered into an agreement with Shenan- 
doah to buy these shares if they can 
obtain an additional 8,000 shares, which 
would give them control of United. 
The stock is not traded in on the secur- 
ities markets. 


Potential Buyers’ Backgrounds 


Mr. Dickson was one of a group of 
men who in 1946 bought 99% of the 
stock of Conservative Life of :West 
Virginia, which was bought by Ameri- 
can National last January. He is well 
known in Atlanta as a developer and 
organizer in the commercial field. He 
organized the Lane Drug Co., with 64 
stores in the south several years ago. 
It was recently purchased by the Rex- 
all Drug Co. 

Mr. McNeny is a well known Dallas 
real estate man and vice-chairman of 
the board of Southern Methodist Uni- 
versity, and a director of Republic 
National Bank of Dallas. 


Old Line’s In Force Up 


Insurance in force of Old Line Life 
of America, Milwaukee, increased $6,- 
164,000 in the nine months ended Sept. 
30, bringing the total to $130,395,000. 
New paid-for was $11,386,500, a 5% 
gain over the 1948 period. A. & H. and 
hospital premiums were $949,576, a 79% 
increase. Assets total $39 million. Dis- 
bursements of $3,623,000 included $1,- 
533,000 to policyowners and_ benefici- 
aries. 





Boardman Month Successful 


With the largest participation of 
agents in any one campaign, Wisconsin 
National Life finished October with @ 
life production of $1,563,260 and a total 
of $10,095 in A. & H. The month’s 
production honored R. P. Boardman, 
president. 

The 67 agents who wrote five or more 
applications had their names inscribed 
on an honor roll scroll which was pre- 
sented to Mr. Boardman by C. E. 
Schwalm, Galesburg, IIl., leader in life 


sales, and George Sanders, Springfj 
Ill., leader in A. & H. - shield, Pru 


Sun Life Admitted to Ind. Li 




















Sun Life of Baltimore has been j. has 
censed in Indiana and will open a branch ed a 
at Indianapolis with Angelo Bonica as in I 
manager. Mr. Bonica has been assis. Salle 
tant manager at Cleveland. agent 

whicl 
e by A 
Marks 21st Birthday oe. 

Pacific National Life has dedicated | 455i®! 
the current “Panlaco,” its house organ, broke 
to the company’s 21st anniversary, ment. 
There is a picture of the executive com. has 
mittee on the cover and numerous pho- chee 
tographs of home office groups inside, fost 

Is a 
q - Loyol 
Plans Home Office Additions 

Manufacturers Life plans to start con- Two 
struction of a major addition to its The 
head office building early in 1950. The pointe 
proposed addition will be 11 stories plus of a 
a machinery pent-house and will be counti 
connected with the present six-story Schmi 
building to provide continuous floor Mr. S 
space on all levels. versity 
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of a Life Insurance Cashier,” at a [ 
AGENCY CHANGES luncheon meeting of Milwaukee Assn. —z' 
of Life Insurance Cashiers Nov. 8. 
aie 


Persons Talks at Detroit 


Henry Persons, Mutual Life, Chicago, 
told the Detroit managers at a luncheon 


ringfield, Prudential’ s La Salle 
Agency Advances Seguin 








id. Lionel J. oo that in rebuilding old organization it 
s been appoint- is the responsibility of the manager to GY 
been ji. has a ne anes Meet ene a 
- onan ed agency assistant inspire his men and this motivation can- ie 
‘onica & in Prudential’s La not be purchased with flowers and 
n pre Salle ordi “hic ary luncheons. In addition to helping agents 
x agency in Chicago, with prospecting and training them tech- 


which is managed 
by A. Van Gold- 
man. He will be 
i assigned to the 
. oe brokerage depart- 
ane, ment. Mr. Seguin 


nically, the manager must demonstrate 
to his men that he thinks life insurance 
is the greatest job in the world. 

Prof. Hampton Irwin of Wayne Uni- 
versity announced that the L.U.T.C 
courses 1 and 2 are now under way. 





FIDDLES AND 











‘iversar : : S = 
ive coun has been haa produc- Fraser E. Pomeroy, New England Mu- 
ous pho- er with the ag ae tual, presided and Herbert A. Cavanagh, 

inside, ot IO FRNES. y: Mutual Life, introduced the speaker. 

is ‘ eradeate. Of Lionel J. Seguin 

a Loyola niversity. see 
ditions Syme Speaks at Fort Wayne 

tart con- Two New State Farm Mgrs. James P. Syme, Metropolitan Life 

1 to its The State Farm companies have ap- manager at Hamilton, O., spoke at_the 
50. The pointed Stanford S. Schneider manager a fall meeting of Fort Wayne Life 
ries plus of a district comprising six Illinois Managers | Assn. on “Recruiting and é 

will be | counties. He succeeds Walter H. Selection. The Shield Men who represent 
six-story Schmidt of Kewanee, who has resigned. —. 


this Company in the field enjoy a 


us floor Mr. Schneider is a graduate of Uni- Pledge Aid to Cashiers 
unique advantage 


versity of Colorado. ’ ; 
Donald F. McKnight has been ap- At a meeting of Austin (Tex.) Life 


ws | pointed manager of a new district cov- Managers Club Mrs. Frances Strom- 
ering five counties, at Pontiac, Ill. He quist, president, and Mrs. Vonciel 
| y is a graduate of Northwestern. Shooter, immediate past president of orking for and with them every 
A , W y 


Austin Life Agency Cashiers <Assn., 


explained its educational work and 
Neuhs Named at Albany asked for the support of the managers, 


John W. Neuhs, formerly with Equi- which was pledged by President John 
table Society at Kingston, N. Y., has Sheffield. 


been appointed district manager at Al- eee 
Alexander Made Supervisor 


bany. He also will direct activities in 
Charles W. Alexander has been ap- Million Gets 35-Year Pin 





Saturday night the year round, 

“The Grand Ole Opry”, America’s 
favorite folk music program, now 
nearing the end of its 24th consecu- 
tive year on the air from our radio 








Ulster county. 











pointed brokerage supervisor for L. B. 
Lasko agency of Guardian Life at New 
York City. Mr. Alexander is an alumnus 
of New York University. 





S. J. Fisher, who has been with Pru- 
dential at San Antonio for three years, 
has been appointed associate. agency 
manager. 

Leonard L. Holland has become Co- 
lumbus, O., district manager for Mam- 
moth Life & Accident. 

Lindsay E. Brannen has been ap- 
pointed supervisor at Halifax for Great- 
West Life. Mr. Brannen joined the 
company in 1946 and in 1947 was named 
district manager at Wolfville, N.S. 

David F. White has been named su- 
pervisor of Connecticut Mutual Life at 
Elmira, N. Y. 


_ MANAGERS 


San Francisco Managers 
Have Agency Conference 


The San Francisco General Agents & 
Managers Assn. held its agency building 
conference. Speakers at the training 
and retraining session in the morning 
were: John Thomas, superintendent of 
taining, Metropolitan; Raymond Des- 
ton, John Hancock; V. Webner Wiede- 
mann, Equitable of Iowa, and John O. 
Wilson, Mutual Benefit Life. 

Spe akers at the market session in the 
afternoon were Richard J. Shipley, 
Northwestern Mutual; Kerney P, Wal- 
ton, Phoenix Mutual; Thomas G. Mur- 
tell, Mutual Benefit Life and Commis- 
sioner Downey of California. Samuel 
W. Coombs, Equitable Society, presided 
at the morning session. William L. 
Hardy, West Coast Life headed the 
luncheon session and Richard J. Shipley, 
Northwestern Mutual, presided in the 
afternoon. West Coast Life was host at 
4 social hour. 








Miss Louise Neumann, personnel di- 
rector of Northwestern Mutual Life, 
spoke on “The Trials and Tribulations 





VIIM 


From Northwestern Mutual 


B. A. Million, general agent of North- 
western Mutual Life for southern In- 
diana, was presented with a 35-year 
service ‘button at an agency meeting at 
Evansville. Grant L. Hill, vice-presi- 
dent and director of agencies, Milwau- 
kee, spoke and made the presentation. 

Mr. Million started with Northwest- 
ern Mutual at St. Louis, later becoming 
district agent at Decatur, IIl., and su- 
pervisor at Louisville, before being ap- 
pointed general agent at’ Evansville in 
1928. 


Hold Open House at L. A. 


Murrell Brothers, general agents of 
Mutual Benefit Life for California, held 
an open house at their new office build- 
ing at Los Angeles. 


Taylor Agency Holds Annual 


There will be an ever increasing num- 
ber of people applying for life insurance 
in the next six months, John L. Taylor, 
manager of the Springfield agency of 
Mutual Life, declared at the 46th an- 
nual two-day meeting of his agency. 
Producers were present from 46 Illinois 
counties. Mr. Taylor based his predic- 
tion on the fact that the cost of living 
has steadily increased and that life in- 
surance has not yet caught up with the 
increasing living costs. He said that 
there has never been a better life in- 
surance market in his time. The speaker 
at the annual dinner was Harold Prehn, 
Springfield automobile distributor. 








Earls Agency Leads in Pensions 

The William T. Earls agency at Cin- 
cinnati for Connecticut Mutual Life 
leads the company in establishment of 
pension plans for the year. 





Frank B. Falkstein, San Antonio 
manager of Prudential, reports a 40% 
increase for the first 10 months of 1949 
over 1948 in paid business. 

National Life & Accident plans to 
erect a building for its district office 
at Omaha. 


station, WSM. 


One of the oldest programs in ra- 
dio, ‘““The Grand Ole Opry”—part 
of which is carried on the NBC net- 
work every week—is heard by mil- 
lions of listeners every Saturday 
night, and has made countless 
friends for our field men. 
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SOUTH DAKOTA IS A PROVIDENT STATE! 

















Thousands of visitors from across the nation come to South 
Dakota to visit the Black Hills each year. The Provident Life 
chose South Dakota as a “Provident State” for another reason. 


The Company liked the people who live there. 


The Provident will never become so large that it will re- 
gard people in the cold terms of population. That’s why 
agents in our “Provident States” — Oregon, Washington, 
Montana, Minnesota, South Dakota and North Dakota — find 


it so easy to talk to people about the Provident Life. 


We would be happy to talk about a career for you with 


Provident. 


PROVIDENT 
LIFE INSURANCE 
Company 














BISMARCK, NORTH DAKOTA 


@ JOE DICKMAN @ 
Agency Vice-President 











A QUARTER CENTURY OF SOUND GROWTH 























Write in Confidence to Raymond F. Low, President 


American Reserve Lire 
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OMAHA 


LIFE — ACCIDENT — HEALTH — HOSPITALIZATION 




















List Notable Speakers for 


Sales Seminar at Nashville 


NASHVILLE, TENN.—The Nov. 17 
program of Nashville Assn. of Life 
Underwriters will take the form of a 
sales seminar, beginning at noon and 
extending through a banquet at which 
Dr. Josiah Crudup, Gainesville, Ga., 
president of Brennan College, will 
speak. Commissioner Allen will open 
the seminar with a talk, “Insurance and 
Its Future.” 

Other speakers include Stanley L. 
Block, Commonwealth Life, Louisville, 
“How I Keep Myself at the Boiling 
Point”; H. Gray Hutchinson, Penn Mu- 
tual, Maryville, Tenn., “Getting Ahead 
Through Struggle’; James R. Adams, 
American National, Birmingham, “A 
Philosophy of Achievement,” and Judd 
C. Benson, Union Central Life, Cincin- 
nati, president of N.A.L.U., “New Fron- 
tiers in Life Underwriting.” 

C.L.U. designations will be presented 
at the close of the banquet, with Dr. 
C. M. Sarratt, vice-chancellor of Van- 
derbilt University, as toastmaster. 





Names Cal. Committees 


LOS ANGELES—Russel L. Hoghe, 
president of California State Assn. of 
Life Underwriters, has announced 
these committee chairmen: By-Laws, 
Herrick C. Brown, Oakland; John V. 
Hines, Sacramento; caravan, co-chair- 
man, Don W. Munro, San Francisco, 
and R. N. Cecil, Los Angeles; mem- 
bership—Richard J. Shipley, San Fran- 
cisco; legislative, Kellogg Van Winkle, 
Los Angeles; educational, R. R. Rob- 
; R. N. Fisher, vice-chairman, both 
of Los Angeles; C.L.U. committee, 
R. E. Wood, San Francisco. 


Back Hoover Plan in Ohio 


Ohio Assn, of Life Underwriters has 
adopted a resolution approving the 
Hoover report on the reorganization of 
the executive branch of the federal 
government and calling on President 
Truman and Congress to put it into ef- 
fect at the earliest date possible. 

The Ohio association will hold a 
series of sales caravans in February. 


Judd Benson L. A. Speaker 


Judd C. Benson, president of Na- 
tional Assn. of Life Underwriters, was 
the featured speaker at a luncheon of 
the Los Angeles association. At the 
meeting Clark E. Bell, retired inspec- 
tor of agencies for New York Life and 
mayor of San Marino, Cal., was award- 
ed the Will G. Farrell trophy, which is 
annually given to a life insurance man 
who thas performed outstanding civic 
activities. More than 350 persons from 
companies and southern California as- 
sociations attended. 








Hancock Host to Bostonians 


President Paul F. Clark of John Han- 
cock told the Boston Assn. of Life Un- 
derwriters that in the salesman of to- 
day the optimism of the star salesman 
of the past has been replaced by some- 
thing far more substantial and depend- 
able, confidence in his product, based on 
knowledge. The association lunched in 
the new John Hancock home office 
building, which Mr. Clark characterized 
as a “symbol, both of insurance industry 
and of the only country where such a 
structure is possible.’ He questioned 
that life insurance can feel it is meeting 
the challenge of today’s market, in view 
of the decreased value of the purchas- 
ing dollar and of the fact that the aver- 
age insured family in the U. S. owns 
only $6,000 worth of life insurance. 





Northern New Jersey—Edward lL. 
Reiley, general agent of Mutual Benefit 
Life at Philadelphia, addressed the Oc- 
tober meeting on “Leadership As It Re- 
lates to the Life Underwriter.” The 
film ‘For Some Must Watch” was shown 
for the first time in the state. There 


was an unusually large attendance dye 
to the meeting of the state board of 
directors following the luncheon R. 
Pille, director of agencies of Mutua] 
Benefit Life, will address the Nov. 17 
luncheon at Newark. Enrollments fop 
the L.U.T.C. courses were closed. Peter 
F. Daly, Jr.. Home Life, and Albert R 
Snitzer, Prudential, are instructors. 


Streator—Illinois Valley Assn. wil] 
hear Robert A. Hedges, assistant in in. 
surance economics at the University of 
Illinois speak on ‘Follow the Money,” 
Mr. Hedges is a former agent and gv- 
pervisor of Business Men’s Assurance 
at Wichita. 


Sioux Falls—The film, ‘The Search for 
Security,” was shown. There were four 
new members introduced. 


Louisville—The Institute of Life In. 
surance film, “For Some Must Watch” 
was shown. E. W. Baker, John Hancock, 
national committeeman, reported on the 
N.A.L.U. convention. 


Chattanooga—An L.U.T.C. course, with 
39 enrolled, has been started, with Pau] 
Lewis, National Life of Vermont, as the 
teacher. A C.L.U. study class began 
Nov. 9 with 16 enrolled. 


Meriden, Conn.—New officers are: Pres. 
ident, Herman S. Chausky; vice-presi- 
dent, Richard Kimball; treasurer, Nicho- 
las Grillo; secretary, Fred Dinehart. 

The first meeting of the new season 
will be held Nov. 16. 

Sioux City—Leonard Anderson, Ohio 
National, L.U.T.C. chairman, reported 
that he was greatly impressed with 
the interest taken in L.U.T.C. at the 
N,A.L.U. convention. John Brodie, social 


security administrator, held an cpen dis- 





FORTY HOURS OF OUR READ. 
ING TIME IS CONDENSED TO 
TWENTY MINUTES OF YOUR 
READING TIME IN THE 
WEEKLY NEWS: REVIEW 
DIGEST. 


Each week the Weekly News Re- 
view Digest brings you a digest of 
all the news of the past week of 
importance to the life insurance 
man in just 20 minutes reading 
time. Each week R & R editors 
spend a minimum of 40 hours read- 
ing all trade journals, major metro- 
politan dailies, news magazines, 
direct reporting services and hun- 
dreds of company and agency bul- 
letins and news releases. 


A subscription is as though you 
had an assistant spending his entire 
time reading for you and who, at 
the first of each week, would come 
into your office and give you a 
thoughtful, brief report on every- 
thing he had found of interest and 
importance to you as a life insur- 
ance man. 


A COMPLIMENTARY COPY OF 
NEXT WEEK’S ISSUE OF 
WEEKLY NEWS REVIEW 
DIGEST IS YOURS FOR THE 
ASKING. WE’LL WELCOME 
YOUR REQUEST FOR IT. 


PAUL SPEICHER 





President 





THE INSURANCE 


RESEARCH & REVIEW SERVICE 


INDIANAPOLIS 
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cussion on benefits. The association has 
purchased the film, “For Some Must 
Watch,” which has been shown to the 
junior chamber of commerce and other 
organizations. 

Denver—An L.U.T.C. class has been 
started with 31 members representing 17 
companies. William O. Adams, Security 
Life & Accident, is the instructor. 

Madison, Wis.—J. P. Betker, Old Line 
Life, will conduct the L.U.T.C. course 
here. He has taught life insurance 
classes throughout Wisconsin and at Chi- 
cago. 

San Antonio—The association is spon- 
soring the showing of “Some Must 
Watch” in the high schools. 

Austin, Tex.—An L.U.T.C. class opened 
Nov. 4 under the direction of Don Rich- 
ardson, with a registration of 28. 

Springfield, Ill—Arthur Priebe, Penn 
Mutual, Rockford, spoke on simplified 
programming. 

Richmond—There were more than 100 
attending the annual dinner. The speak- 
er was C. L. Kessler, adjutant of the 
American Legion for Virginia. 

Columbus, O.—H. G. Kenagy, vice- 
president of Mutual Benefit Life, will 
speak Nov. 18 on “Our Partnership in 
the Public Relations Job.” 

Grand Rapids—Verlin J. Harrold, gen- 
eral agent of Lincoln National Life at 
Fort Wayne, spoke on ‘Meeting the 
Challenge.” President Ernest R. Tonkel 
presided at the meeting and the program 
was arranged by Jack Criner. 


ACCIDENT 


Conference Held on Cal. 


Minimum Benefits Law 


LOS ANGELES—Twenty-eight repre- 
sentatives of insurers writing disability 
attended a conference with the depart- 
ment on the California minimum stand- 
ards and benefits law enacted by the 
1949 legislature. 

Discussion centered on the rules that 
may be promulgated by the commis- 
sioner under the law, which gives him 
wide latitude in that respect. No defi- 
nite conclusions were announced but 
suggestions offered will be considered by 
the commissioner in framing the regu- 
lations. 

Commissioner Downey, J. R. Maloney, 
chief assistant commissioner; Joseph D. 
Thomas, assistant chief of compliance 
and legal department, and Charles Mehl- 
man, chief actuary, represented the de- 
department at the hearing. All Cali- 
fornia companies writing disability in- 
surance were represented. Jarvis Far- 
ley, actuary of Massachusetts Indemnity, 
represented H. & A. Underwriters Con- 
ference. 


Diehl Milwaukee Speaker 


Gilbert A. Diehl, manager of Business 
Men’s Assurance and former president 
of A. & H. Underwriters of Milwaukee, 
discussed “Time Control” at its No- 
vember luncheon meeting. Ervin L. 
Jung, Old Line Life, president, an- 
nounced that Mr. Diehl will again be 
general chairman of the Christmas 
party at which several hundred orphans 
from the Milwaukee County Children’s 
Home will be guests. 

















Williams on Executive Board 


Paul T. Williams, Indiana manager 
of World, has been appointed a mem- 
ber of the executive board of Interna- 
tional Assn. of A. & H. Underwriters, 
in charge of association activities in 
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Indiana, Kentucky, and Tennessee. He 
is chairman of the executive committee 
of the Indiana association. 


Gives Tips to Loafers 


G. K. Francis, Jr., Atlantic City 
agent, is addressing a luncheon meeting 
Nov. 16 of Philadelphia Assn. of 
A. & H. Underwriters on “How to Loaf 
Advantageously, or Why Go Stale on 
Sales.” 


W. F. Franklin Slated Nov. 17 


W. F. Franklin of Bankers Life & 
Casualty is speaking on “Current Trends 
in Policy Forms” at the dinner meeting 
of Home Office A. & H. Underwriters 
Round Table of Chicago Nov. 17. He 
will also discuss unusual requirements 
and rulings of state insurance depart- 
ments. 


COMPANY MEN 


Barnett, Krueger, Hazard 
Advanced by Prudential 


Proctor H. Barnett and O. Martin 
Krueger have been appointed general 
managers of Prudential’s mortgage loan 
and real estate investment department. 
Each formerly was an assistant man- 
ager. 

Mr. Barnett joined the company in 
1933. Four years later, he was named 
assistant manager at Dallas. He is an 
army veteran. Mr. Barnett will supervise 
mortgage lending activities in connec- 
tion with city properties. 

Mr. Krueger will direct activities of 
farm loans. He joined Prudential in 
1933 at Kansas City. Subsequently, he 
was named manager there and in 1945 
he was placed in charge at Indianapolis. 
Two years later he went to the home 
office. He is a veteran. 

Irvin R. Hazard has been named as- 
sistant general manager. He had been 
with the company at Kansas City for 
almost 15 years before his transfer to 
Newark last February. 

















Names Training Assistants 


Ten assistant agency managers of 
Mutual Life have been named training 
assistants at the home office. They will 
assist in the training and development 
of new field agents under the company’s 
three-year training program. 

The new assistants are: J. M. Bash, 
New York City; S. W. Emerick, Cleve- 
land; W. W. Fulmer, Columbia; T. M. 
Hubbard, Grand Rapids; J. L. Krehbiel, 
Wichita; S. K. McAfee, Jr., Louisville; 
E. P. Paris, Jr, New Orleans; W. H. 
Rowlands, Los Angeles, and B. L. 
Rohlffs and C. W. Wood, both of Port- 
land, Ore. 


Williams Claim Manager 


Columbian National Life has ap- 
pointed Joseph M. Williams manager 
of claims, succeeding F. C. Bachman. 

Mr. Williams, after graduating from 
Harvard College, joined Retail Credit 
Co. and in 1945 was named director of 
claims for New England. 


Miller to Columbus Mutual 


O. J. Miller has been appointed as- 
sistant controller of Columbus Mutual 
Life. He was formerly with Conti- 
nental Casualty and Continental Assur- 
ance as assistant to the comptroller. In 
his new post, he will supervise all ac- 
counting functions. 





Mail Order Provision 

North American Mutual of Wilming- 
ton, Del., is inserting in its individual 
or family group hospitalization policy a 
policy provision that the contract shall 
be construed and interpreted in accord- 
ance with the law of the state in which 
the insured resides, in the same manner 
as if the policy were a contract made in 
such state; that upon request of the 








insured or of his counsel it will volun- 
tarily appear and submit itself to the 
jurisdiction of any court of the state of 
the insured’s residence having jurisdic- 
tion of the subject matter for the pur- 
pose of litigating any dispute that may 
arise between the company and the in- 
sured with respect to this policy; and 
that in the event of the failure of the 
company so to appear, proof submitted 
to the court that such appearance has 
been requested shall be sufficient proof 
of notice to the company to give the 
court jurisdiction of the company for the 
purpose of this agreement. 


Fred L. Conklin, president of Provi- 
dent Life, is chairman of the committee 
on education of the U. S. Chamber of 
Commerce, which met recently at Wash- 
ington, The committee is studying 
ways of sustaining and improving 


American standards of living through 
better education. 





Chicago Papers Speculate 
on Hershey’s Intentions 


The Chicago “Tribune” the other day 
printed a report that Insurance Director 
Hershey of Illinois intends to resign 
effective Jan. 1. As to this, an insurance 
department spokesman says: “No com- 
ment.” Gov. Stevenson of Illinois was 
quoted by another paper as saying this 
was news to him. 

It was known that when Mr. Hershey 
took office he did not propose to com- 
plete the full term, but it had been 
rather generally believed in insurance 
circles that he was not contemplating 
stepping aside as soon as Jan. 1. 


Table d’Hote Oufsells 
a la Carte 


It is a growing American habit to buy 
things in neatly packaged combinations. 
This explains the popularity of Occidental’s 
complete programming in one policy 
through rider-added benefits. 


It makes buyer sense when one can have 
clean-up funds, family income, mortgage 
protection, retirement benefits and 
disability coverage — or combinations of 
these and other benefits — in one policy. 
It makes bigger sales, too! 
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they last as long as you do 





vancement and good salary. 





AGENCY SUPERVISOR WANTED 


We desire the services of one with experience. Opportunity for ad- 


Applicant must have record of securing agents and production of 
business. Do not apply unless these conditions are met. 


Southern Company with over $60,000,000 insurance in force and 
assets of more than $5,000,000. Address W-50, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Illinois. 
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Military Personnel 
Good Field for 
Careful Underwriter 


Companies actively soliciting life in- 
surance on military personnel will get a 
good volume provided they do not ac- 
cept applications from those below the 
rank of sergeant, E. O. Severin, chief 
underwriter of American Hospital & 
Life, said in his address at the annual 
meeting of Institute of Home Office Un- 
derwriters, 

Things to watch out for, he remarked, 
are getting the allotment payments 
started corectly at the beginning; con- 
tinuing good underwriting principles, 





and keeping an eye on the volume and 
the European situation, since war deaths 


are a hazard not included in the 
mium. 

Mr. Severin has recently made a study 
of military business. He delivered his 
report from the angles of persistency, 
cost of handling allotments, and waiving 
non-medical limits and other usual un- 
derwriting requirements. 

The persistency record on commis- 
sioned military personnel is as good as 
the annual premium business on_ the 
lives of civilians, he remarked. Enlisted 
men in the upper pay grades do not 
renew as favorably, yet their rate com- 
pares well with civilian salary savings 
business. The pay grades below the 
rank of sergeant produce a renewal so 
poor that many of the companies are 
discouraging the writing of this ‘busi- 
ness. 

Handling of allotments is more of a 
problem than salary savings business 
for civilians, and the difficulties here 


pre- 
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Liberal First Year 


Commissions. 


Attractive Retirement 
Plan. 












Vested Renewals 
Unsurpassed. ' 


Bonus on 
Quality Business. 


Personalized 
Home Office Service. 


Openings in Virginia, West Virginia, 

North Carolina, South Carolina, 

Tennessee and Alabama. For information write: 
E. DUDLEY COLHOUN, Director of Agencies. 
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An Emblem 





Sound business management and very low mortality have 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 


Inquiries, 


Lutherans. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, Iowa 





regarding agency openings, are invited from 














may account for the high lapses in the 
first few months, Mr. Severin said. 
Generally, companies will adjust the 
amount of insurance when necessary to 
agree with the premium quoted rather 
than to have an allotment changed. The 
cost of handling military allotment busi- 
ness is considered by most companies 
to be somewhat below that of regular 
business. 

Mr. Severin warned that a company 
cannot afford to waive underwriting re- 
quirements on business that is person- 


ally and individually solicited. No com- 
pany selling military business waives 
any of the usual civilian underwriting 


requirements, and some problems arise 
in securing inspections and medical ex- 
aminations due to the frequent transfer 
of military personnel. 

Despite the fact that companies are 
issuing policies without war clauses and 
may frown on military business from 
the standpoint of its being preferred, 
and in spite of national service life in- 
surance, Mr. Severin reported a large 
volume of military insurance is being 
written. One of the major companies 
has advised him that 11 of its 25 leading 
agents on a year to date basis write 
this type almost exclusively and four of 
the leading agents specialize in’ such 
business. The leading agent of one of 
the large eastern companies wrote more 
than $3 million in the past vear, all at 
Randolph Field. 

A number of companies have been or- 


ganized since the war solely to. sell 
group business to military personnel. 
For the most part, Mr. Severin said 


they sell to the lower pay grades and 
sign up whole squads or a company at 
a time on an application asking simply 
if the man is alive and on active duty. 
No further evidence of insurability or 
inspection is required. The average size 
policy is less than $2,000, although some 
of the companies will take up to $10,000 
non-medically. The assumption is that 
all men in military service on active duty 
must be in excellent health or they will 


be placed in the hands of proper medical. 


authorities. 

While the type of business these com- 
panies are writing does not appear to 
be especially desirable since it has a 
heavy lapse in peacetime and a heavy 
mortality in war, Mr. Severin declared 
the companies appear to be doing all 
right. The plan sold is usually a 20-year 
endowment at a redundant premium. 


Tells Vital Role 
of Heart Research 


Research continues to be the essential 
requirement for actual progress in res 
ducing mortality from heart disease, said 
Dr. Francis R. Dieuaide, scientific direc- 


tor Life Insurance Medical Research 
Fund, at the Institute of Home 
Office Underwriters meeting at the 


Edgewater Beach hotel, Chicago. 

“Since the Life Insurance Medical Re- 
search Fund entered the field, we have 
been much gratified by a great increase 
in the number of investigators working 
in the field of heart disease, for this is 
the principal way in which the time re- 
quired to solve our problems will be 
shortened,” he said. 

Dr. Dieuaide said that all those con- 
cerned with research, especially the in- 
vestigators themselves, are anxious that 
a significant part of basic research shall 
be supported by private agencies, for in 
no area is the ideal of free enterprise 
more important than in research. Com- 
plete freedom from controls is essential 
to scientific investigation, for unhamp- 
ered itesting of new ideas is the sole 
means of progress. 


Fund Holds Unique Position 


The research fund, he said, occupies a 
unique position, for it can make an in- 
valuable contribution by its wise and 
highly selective placement of support 
and by courageous and independent ven- 
tures along new lines of endeavor. In- 
vestigators all over the United States 
and Canada have shown that ithey value 


— 
the fund’s support. He mentioned the 
American Public Health Assn’s recent 
bestowal of the Lasker award on the 
fund. 

Dr. Dieuaide said the fund will be. 
four years old next month, has cop. 
tributed $2,573,554 to heart disease re. 
search, has given aid in 128 research 
programs and in addition has awarded 
78 research fellowships to individuals. 
About 500 scientific articles have now 
been written on the basis of work aideg 
by the fund. In addition, investigators 
working with the fund’s aid provide 
concise annual reports of progress and 
further information is gathered by Dr. 
Dieuaide through visits to laboratories 
where research is going on. 

He mentioned some of the promising 
developments, such as indications that 


arteriosclerosis may be due to pro. 
longed dietary or nutritional disturb- 
ance; the possibility that rheumatic 


fever may be due to repeated infections 
with different strains of streptococci, im- 
provements in the use of digitalis and 
other drugs important in treating heart 
disease, and the use of radioactive jso- 
topes. 


Texans Set Up 


Arrangements for 
N.A.I.C. Roundup 


DALLAS—Texas insurance interests 
have completed advance arrangements 
to handle the midyear meeting of Na- 
tional Assn. of Insurance Commission- 
ers at the Galvez and _ Buccaneer 
Hotels, Galveston, Dec. 4-7. George R. 
Jordan, vice-president of Republic Na- 
tional Life, is general chairman. 

The three Texas commissioners are 
official hosts, they being George B. But- 
ler, who is honorary general chairman, 
Joe P. Gibbs, and Paul H. Brown. 

Following adjournment of the busi- 
ness sessions at Galveston, Dec. 7, the 
entire day of Dec. 8 will be devoted 
to a tour of the San Jacinto battle- 
ground and an inspection of the battle- 
ship Texas, with luncheon at the San 
Jacinto Inn, and a _ banquet at the 
Shamrock Hotel, Houston. As a result 
three of the 10 committees have been 
divided into two groups—one to handle 
affairs at Galveston and the other to 
care for activities at Houston. 

The executive committee consists of 
William A. Vogler, American National, 
Galveston; Pat M. Greenwood, Great 
Southern Life, Houston; Gordon S. 
Yeargan, Trinity Universal, Dallas, who 
also is chairman of the entertainment 
committee; W. C. McCord, Southland 
Life, Dallas, who is also chairman of 
the finance committee, and John L. 
Briggs, Southland Life, who is secre- 
tary of the committee. Chairman of 
the reception committee is S. J. Hay, 
Great National Life, and_ president 
American Life Convention. 

Heading the housing and _transpor- 
tation, in Galveston is Blake Sweatt of 
Galvez Hotel, and in Houston, Mr. 
Greenwood; publicity, at Galveston, 
Dave Levell, Galveston “News”; Hous- 
ton, William. Sexton, Great Southern 
Life; printing, Alfonso Johnson, Dal- 
las; ladies entertainment and reception, 
Mrs. R. A. Furbush, American Na- 
tional; Passe Club, R. B. Cousins, Jr, 
Texas Insurance Advisory Assn., Aus- 
tin; press headquarters, Don Coates, 
“Insurance Graphic,” Dallas; golf, R. D. 
Walton, American General, and Jack 
Greenwood, Great Southern Life. 





Empire Breaks Ground 


Empire Life & Accident has broken 
ground for its new home office building 


at 28th and Meridian streets, Indianapo-- 


lis. It is expected the two story struc- 
ture will be completed by next Septem- 
ber. The company, in its 41st year, 
plans to reach $100 million life insurance 
in force by the time the building is ready 
for occupancy. It writes only in Indi- 
ana. 
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SALES IDEAS OF THE WEEK 





South Texas Congress Given 
Valuable Sales Suggestions 


With 280 in attendance, the south 
Texas regional sales congress was held 
at Corpus Christi. Albert Schmid, Na- 
tional Life & Accident, president of 
Corpus Christi Assn. of Life Under- 
writers, presided at the opening session. 

W. Lawrence, Houston manager 
of Prudential, talked on “The Price 
of Failure.’ He gave as an essential 
for success the setting of a goal which 
would require a plan for prospecting, 
calls and applications resulting from 
interviews. He said the agent needs 
self-analysis. to evaluate corectly his 
methods of work and suggested. that 
it might be beneficial if men now sell- 
ing life insurance could go into another 
field for a time and view their work 
from the outside. 

On the matter of ‘building a clientele, 
Mr. Lawrence stated that in checking 
the business he has been writing he has 
found that 90% of it is written on peo- 
ple who have bought insurance from 
other agents. This caused him to won- 
der how many other salesmen are sell- 
ing insurance to those who have bought 
from him. He emphasized the impor- 
tance of building a clientele through 
better control of time and service which 
will not permit any other agent to 


break in. He has found that the types 
of policies sold most frequently by 
Houston agencies are those sold on 


simple programming, to provide for in- 
come, payment of mortgages, education 
of children, meeting tax demands and 
kindred needs. 

The success of members of the Mil- 
lion Dollar Round Table, Mr. Law- 
rence said, is based on consistent week- 
ly production and that in the business 
these men write are to be found many 
small policies, the total number of cases 
being from 150 to 300 per year. He 
declared that a consistent production 
of three or four applications each week 
will assure a good production. 


Search for Security 


Kenneth B. Skinner, agency director 
of Southland Life, in speaking on 
“The Search for Security,” said life in- 
surance was born of this search. It has 
come into existence because of the de- 
sire for security. He emphasized that 
life insurance is not business in the 
ordinary sense and that the companies 
are operating as trustees to manage 
the funds which buyers of life insurance 
have intrusted to them. 

He said every life insurance policy 
of the 78 million in force affects a mini- 
mum of two people. These owners of 
life insurance will not easily accept 
communism, viewing life insurance as 
democracy in which people stand to- 
gether for the common good. This bul- 
wark, he said, should be guarded 
jealously against the mythical plans 
for security which would destroy the 
power of the individual to provide for 
himself. 

L. Mortimer Buckley, New England 
Mutual at Dallas, president Texas 
association, spoke briefly of its work. 


Blasting the Hardpan 


_L. C. Tallman, educational director 
of California-Western States Life, 
spoke on “Blasting the Hardpan.” He 
Stressed the need for revitalization 
through an honest look at ideas which 
govern action of the individual. The 
revitalizing would be similar in effect 
to blasting the hardpan to enable a 
tree to put down a key root which 
assures stability and an adequate supply 
of food. He declared that the, million 
dollar producer is not five times as 
good as the $200,000 producer, but 
that his attitude toward life insurance 
is the answer. - 

L. Myrick, Great Southern Life, 
Shreveport, and E. P. Horne, Houston 
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gave a question and 
answer presentation. In answer to ques- 
tions from Mr. Horne, Mr. Myrick, 
said that in becoming a million dollar 
producer and maintaining that status, 
he had written no group or pension 
cases. He strives to fit the needs of 
prospects and finds that the 20-pay 
policy is the one most frequently used. 

Mr. Myrick told of the value of the 
waiver of premium clause in bringing 
home to the buyer and his wife the 
true value of a policy in the event of 
the insured becoming disabled. He plans 
his work in the evening and plans to 
have five selling interviews, although 
service calls sometimes prevent this. 
He stated that from 4 to 8 p.m. are 
the most profitable hours for the life 
insurance salesman. 

“Estate Planning” 
James L. Miller, R. & R. Service. He 
urged calling into consultation spe- 
cialists who can deal properly with 
the problems presented, including the 
accountant, trust officer, lawyer and tax 
specialist where this service seems to 
be indicated. 


OBSERVATIONS 


Extra Dough to GI Joe 


“Argosy” magazine from a_ survey 
among its readers has concluded that 
some 8.2% of NSLI policyholders will 
be using their dividends to “buy more 
insurance”. The editors do not specify 
what kind of insurance this will be, but 
the important fact is that it can be life 
insurance from Mr. Average Agent. 

No matter what credence can be 
given to magazine polls, it is certain and 
that is that many life insurance pros- 
pects will be given the wherewithal to 
purchase life insurance. Some life insur- 
ance agents are already planning to con- 
centrate on the war veterans in their 
files during the early months of the com- 
ing year. They know that most of these 
fellows will have at their disposal during 
this period 300 to 400 extra dollars. 


agency manager, 


was presented by 














Can't Practice What He Preached 


Speaking informally recently, a gen- 
eral agent who had considerable experi- 
ence in a home office position said that 
while there he had devised a training 
and recruiting manual for use in the 
field which he thought was the best way 
to handle the problem. When he became 
a general agent, he said, he found the 
manual useless. He couldn’t do anything 
with it to solve the problems he met in 
the field. His audience, mostly fellow 
general agents and managers, laughed 
with him at the end of his anecdote. 





Century of U. S. Actuarial Work 


It will be 100 years ago Monday that 
the first actuary to be employed by an 
American life company started on his 
job with Mutual Life. The company 
was then seven years old. The actuary 
was Charles Gill, who had been pro- 
fessor of mathematics at St. Paul’s Col- 
lege, Flushing, N. Y. Leading authori- 
ties considered him to be the country’s 
foremost mathematician. A _ native of 
England, he came to the United States 
in 1830 when he was 25. 

His first task with Mutual Life was 
the construction of a distinctly “Ameri- 
can” mortality experience table to re- 
place the English tables previously in 
use. The Gill tables were superseded 
by schedules developed from the well- 
known American Experience mortality 
table constructed by Sheppard Homans, 
who became actuary of Mutual Life 
when Mr. Gill died suddenly in 1855. 
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Is 65 an age you dread—or an age to which you look 
forward? Ie may depend on whether — dollar goes to 
market for nny 's luxury . . . or whether that same dollar 

alias home and grows for tomorrow with your life insurance 


‘Thousands of men and women throughout the country 
no longer worry about retirement, for they know their 
Kansas City Life retirement policies will provide for their 


When may we tell you more about the future security 
Today’s “stay-at-home dollars” can buy? 


KANSAS ATTY LIFE INSURANCE 





To achieve utmost service, an insurance company must maintain its sense of 
obligation toward the uninsured, as well as the insured. That is why the Kansas 
City Life Insurance Company and its aggressive agents throughout the country 
sponsor these messages in many publications everywhere. As families manage 
their finances more intelligently, the idea and ideal of life insurance will win 
new converts, 


LIFE INSURANCE 
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Progress Seen in Results of Research 


(CONTINUED FROM PAGE 1) 





friends here and the feeling is reciprocal. 

Following two days of committee 
meetings, the first general session 
opened Wednesday with an address of 
welcome by Onesime Gagnon, provin- 
cial treasurer of Quebec. C. McN. 
Steeves, president of the Life Under- 
writers Assn. of Canada, brought greet- 
ings from that organization. George 
M. Dunbar, president of L.I.A.M.A. 
and superintendent of agencies of Mu- 
tual Life of Canada, spoke on the prob- 
lem of agency management today. In 
his opening remarks as presiding officer 
Mr. Dunbar extended a warm welcome 
to the assembly group. 

That afternoon Ralph G. Engelsman, 
general agent Penn Mutual Life, New 
York City, gave 12 pointers for better 
relations with the field and then sug- 


gested a comprehensive revision of pres- 
ent life insurance distribution practices. 
Following this there was a panel on 
“Research Dividends” by the associa- 
tion staff, 

Past chairmen were then introduced 
by John Marshall Holcombe, Jr., man- 
aging director of L.I.A.M.A. 

That evening there were several ‘so- 
cial events: an informal reception by 
Manager George J. Jessop of Chateau 
Frontenac, where the meeting is being 
held; a dinner for representatives of 
combination member companies, under 
the chairmanship of Malcolm C. Young, 
second vice-president of John Hancock; 
a dinner for members of the small com- 
panies group, with W. H. Trentman, 
executive vice-president of Occidental 
Life of North Carolina, as chairman; 














FOR FULL DETAILS WRITE 
NORMAN 8. ANDERSON, Supt. of Agents 








— THESE POLICIES 
PRACTICALLY SELL THEMSELVES! 


Even the best salesman needs a 
popular 
when you sell what the public 
wants, you sell more and make 
bigger commissions. 


10 yr. Term Policy, guaranteed 
renewable for as long as the in- 
sured wants to carry it... and 
at unusually low premiums. 


Reliance Mutual is a stable, old- 
line concern of great prestige. 
We write complete personal in- 
surance — Life, 
Hospitalization. 
Write today and find out how 
you can 
Reliance Mutual commission 
checks. 


product. You know 


One of Our Terrific Sellers: 


Accident and 
Don’t wait! 


earn those _ bigger 





RELIANCE MUTUAL LIFE INSURANCE COMPANY 


OF ILLINOIS 
AN OLD LINE LEGAL RESERVE COMPANY 


105 W. MADISON ST. 
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Horace Greeley's "Go West Young Man’ 
Is Still Good Advice. 


A REAL OPPORTUNITY FOR WELL-TRAINED YOUNG 
LIFE INSURANCE MEN yn OPEN FOR YOU IN THE 


We are a progressive Colorado Life Insurance Company with multiple line 
éffiliations, and we want 10 District Managers in Colorado and New Mexico. 


These Managers will be paid definite salaries ranging from $1500.00 to $4000.00 
annually, based on business now in force in 
also receive full commissions on personal production and an overriding commission 


on the production of their agents. 


No shortage of prospects ever exists because all lines are available, including 
iate, Group and Credit 
classifications of Accident and Health and Hospitalization, and in addition, Fire, 


Ordinary, Industrial, Intermed 
Casualty, Marine and Hail. 


if 
bilities cight from the start. 


Only applicants between ages 24 and 36 will be considered. You must have 
ood basic education and life insurance trainin 
nes). Years of experience are not necessary. 


and preferable. 


We are seeking 
who desire to earn, immediately, from 
to work for it. 


Only letters or applications giving full details 
ings sioeation and experience, age and marital 
will be held in strict confidence. 

pful, but is not required at this time. Address V-%6, 
75 W. Jackson Bivd., Chicago 4, Illinois. 


repiles 
financial condition will be hel 
The National Underwriter, | 


you can qualify, you will have a man-sized job with large income possi- 


oung men now werkin 


the respective territories. They will 


Life Insurance; the same 


(we will teach you the other 
ne to three years are sufficient 


under uncertain commission contracts, 
.00 to $15,000.00 a year and are willing 


of « cti arn- 


pany » @ 
status, will be considered. All 
A frank statement of your personal 











and later in the evening curling matches 
at the Winter Club between teams rep- 
resenting United States and Canada. 
A. F. Muth, vice-président and manag- 
ing director of Industrial Life of Que- 
rita was chairman of arrangements for 
this, 

Thursday morning there were talks 
by Donald B. Woodward, 2nd_ vice- 
president Mutual Life; W. Eugene Hays, 
general agent New England at Boston; 
Judd C. Benson, president National 
Assn. of Life Underwriters and man- 
ager Union Central, Cincinnati; Paul F. 
Clark, president John WHancock; and 
Superintendent Dineen of the New 
York department. The annual banquet 
took place that evening with J. A. Mc- 
Allister, assistant general manager and 
director of agencies of Sun Life of 
Canada, presiding. The speaker was 
John Fisher of the Canadian Broadcast- 
ing Corp. The 26 Canadian member 
companies were hosts at the dinner. 

Friday’s program includes a talk by 
Wallace F. Bennett, president National 
Assn. of Manufacturers, and a talk by 
Mr. Holcombe, “Human _ Relations— 
What it Means to You.” 


Values of Sales Method Index 


The value of sales method index for 
training and supervision was reviewed 
by H. Fred Monley, assistant director 
of company relations, at the Wednesday 
meeting. He described a typical agent 
from a group of more than 500 who 
enrolled in the L.U.T.C. courses last 
year and completed the sales method in- 
dex. “This average agent, in his late 
20s or early 30s, has been selling life 
insurance for 24% years. He is selling to 
people his own age or younger, to 
prospects who earn the same or less 
money than he does, and to people 
with less formal education than his and 
who own less life insurance. 

“Although he is a ‘joiner,’ in some of 
the groups to which he belongs he has 
but one policyholder. In a third of his 
cases last year, he sold not one other 
person in his client’s occupation; in a 
majority of cases he sold no other pros- 
pect in his client’s firm; and in a ma- 
jority of cases he sold no relatives of 
his client. 

“More often than not, when he makes 
a sale, he fails to secure the name of 
a single prospect. His failure to qualify 
the leads he does get is directing him 
gradually but insidiously into poorer 
and poorer markets. Yet, in spite of 
the apparent deficiencies in the training 
and supervision of this agent, he man- 
aged to produce a little more than $200,- 
000 of paid business last year” . 

With the use of charts, Mr. Monley 
presented a Statistical analysis of the 
market this typical agent sold, by 
occupation, age, education, income, de- 
pendents and insurance owned. He 
pointed out that “eight out of 10 clients 
owned life insurance prior to a sale by 
vour agent. Yet, only one in five owned 
life insurance in the company repre- 
sented by this agent. We are doing a 
land-office business with other compa- 
nies’ policyowners — but not with our 
own, according to the information on 
last 10 sales given us by these 500 
agents. 

“Unless we know precisely what an 
agent is doing in the field—or, perhaps 
better stated, what the agent is not do- 
ing—our training and supervision of 
that agent is going to be hit or miss.” 





Pacific Actuaries Elect 


The Actuarial Club of the Pacific 
States met at Santa Barbara and elected 
Miss Dorrance B. Glasscock, California 
Western States, president; Raymond M. 
Johnson, Beneficial Life, vice-president 
and A. C. Olshen, West Coast Life, sec- 
retary. 

There was a discussion of personnel, 
expenses, use of punched card equip- 
ment, preferred risk policies, individual 
and family hospital, surgical, Blue Cross 
and special coverages, California UCD 
and group insurance. There were six 
actuaries elected to membership. 





J. Alvin Taylor to South 
Bend Post for Franklin 


J. Alvin Taylor has been named gen. 

eral agent at South Bend, for Franklin 
Life. 
Taylor was 
for 21 years a 
teacher and prin- 
cipal before enter- 
ing the life insur- 
ance business six 
ago. He has a 
master’s degree in 
education from In- 
diana University. 
In 1943 he resigned 
as principal at La- 
Porte junior high 
school to go with 
World Book En- 
cyclopedia. A year 
later he went with Equitable Society 
and in 1946 he was appointed district 
manager at South Bend. He is a new 
CL. 








J. Alvin Taylor 





Conahan New Actuary 


Home Life of Philadelphia has ap- 
pointed Michael I. Conahan as actuary. 
He succeeds George A. Huggins who 
had served as actuary since 1947. Mr, 
Huggins and his associates will be 
retained as consulting actuaries, 

Mr. Conahan has been with Home 
Life since 1927, starting as a clerk in 
the actuarial department. He has been 
assistant actuary since 1943. 





Course at Coe College 


A two-year life insurance training 
course to be started Nov. 5 at Coe Col- 
lege, Cedar Rapids, Ia. was an- 
nounced by Kenneth Warboy, president 
of Cedar Rapids Assn. of Life Under- 
writers. 

V. Shepherd, National Life of 
Vermont, will be instructor, assisted by 
Roy E. Taylor, State Farm. 


Boston Mutual Ends Regionals 


All field representatives of Boston 
Mutual Life’s seven metropolitan dis- 
trict agencies met in Boston Nov. 2 for 
the last of a series of regional seminars. 
Other seminars were held in October 
for representatives of the western, 
northern and southern units, with more 
than 100 in attendance at each. 

The theme was ‘“Succesful Selling.” 
Leading agents from each unit spoke. 
Superintendent of Agencies Edmund 
M. Wright conducted the seminars. 








Life Office Management Assn. courses 
are being held 6:30 to 9 p.m. Tuesdays 
and Thursdays at 1516 Locust street, 
Philadelphia, Frank Wildermuth, North- 
western Mutual, Philadelphia, is in 
charge of registration. 





COMPLETE PERSONAL 


“REGISTERED POLICY PROTECTION” 


REPUBLIC NATIONAL 
LIFE INSURANCE 
COMPANY 


THEO. P. BEASLEY, President 


OALLAS, TEXAS. 
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Committees o 
L..A.M.A. Report 
Variety of Projects 


Among 20 committee reports pre- 
sented to the board at the annual meet- 
ing of L.IL.A.M.A. at Quebec was the 
one on relations with universities by 
Sayre MacLeod, Prudential, who_ re- 
ported that a speakers bureau has been 
established to give talks to schools on an 
institutional basis. He said that more 
than 300 agency officers of 75 companies 
have volunteered to speak and that col- 
leges have been advised that these 
speakers are available. Mr. MacLeod re- 
ported that “Getting Our Share of the 











Taylor Annual College Crop” written by H. G. 
> Society ei ol 9 ell ik nog Aly le 
d district problems _— seg ae 
. has been sent to 425 colleges and uni- 
ii. versities in the U. S. and Canada. 
Copies of “Let’s Look at Life Insur- 
ance’ have been distributed to 1,500 
Y ‘| deans and placement officers. 
has ap- Survey of A. & H. Coverages 
) actuary. er : : 
zins who John W. Sayler, Business Men’s As- 
947. Mr. surance, reported for the A. & H. com- 
will be mittee that a survey of A. & H. cover- 
Ss. ages and of the characteristics of buy- 
h Home ers which was made in September will 
clerk in be completed soon, and is expected to 
has been produce valuable data for a study of 
the persistency of A. & H. The com- 
mittee assisted the association in ac- 
. cumulating sales training and sales pro- 
4 motion material which is now being 
training catalogued and reviewed. 
Coe Col- W. Rankin Furey, Berkshire, stated 
vas an- that a study of company practices and 
president compensation of supervisors was under- 
> Under- taken by the agency costs committee 
; which will appear in addition to a re- 
Life of port on methods of renewal premium 
sisted by collections. 
J. Harry Wood reported that the 
agency management training advisory 
nals committee is reviewing the American 
Beses Colleges agency management course. 
? : The committee has drawn up model 
on programs for round tables on manage- 
oe. Fn ment, offering them to local managers’ 
enon ate associations and has cooperated with 
October colleges offering life insurance courses 
western, and management institutes. 
ith more J. A. McAllister, Sun Life of Can- 
roe. ada, reported that the Canadian com- 
Selling. panies committee has translated three 
t spoke. L.LA.M.A. publications into French. 
Edmund Malcolm C. Young, John Hancock, 
inars. reported that the combination com- 
— panies’ committee is planning a_publica- 
Puesdays tion aimed specifically at district man- 
t street, agent which is to.appear in December. 
1, North- 
is in 





WANT ADS 


Opportunity as Insurance Sales 
Trainer and Director 


A successful insurance company in the 
South has arranged with us to develop for 
them a special course in sales training. 
They also desire us to procure for them a 
man between 30 and 35 years of age who 
first will work under our direction in build- 
ing the course, and then stay on as Direc- 
tor of Sales Training. Job will pay up to 

monthly to start. Can be made a 
25,000 year position — and even better. 
Reply in detail in writing as to your quali- 
fications. 


B. FRANKLIN BILLS AND ASSOCIATES 


Suite 1503, 69 West Washington Street 
Chicago 














WANTED: SUPERVISOR for 
LIFE and A&H DEPT. 


An aggressive Ohio Agency wants super- 
visor for Life and Accident & Health De- 
partment. Must have good personal pro- 
duction record and supervisory ability. In 
reply give complete personal and educa- 
tional background and experience. All re- 
lies confidential. Write to Box No. W-53, 
he National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 
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A survey has been published on the 
prestige of the combination agent. 

Hobert Haviland, Connecticut Gen- 
eral, said that the compensation com- 
mittee is getting set to undertake 
revision of the hand book of agents’ 
contracts, education of agents with re- 
spect to compensation plans, aspects of 
the problems of management compensa- 
tion and consideration of the problem of 
discovering what the present earnings 
of agents are and how they compare 
with past earnings. 

R. E. Fuller, chairman of the educa- 
tion and training committee, reported 
plans for future agency executives’ semi- 
nars similar to the one last July. He 
commented that the book, “Managing an 
Agency” has gone into its second print- 
ing. 

Treat Vital Subjects 


Calvin L. Pontius, Fidelity Mutual, 
declared that the field personnel commit- 
tee would be discussing at Quebec the 
misunderstanding created by payment of 
NSLI dividends; the question of social- 
ized medicine in relation to its affect on 
the agent; current criticism of the 
agency system and its affect on the wel- 
fare and morale of the field force. 

Vincent B. Coffin, Connecticut Mu- 
tual, reported for the Life Underwriter 
Training Council committee great prog- 
ress in the extension of the program and 
favorable endorsement of the material 
and teaching staff. 

Sam E. Miles, Provident Life & Ac- 
cident, membership committee head, said 
nine new companies joined the assOcia- 
tion this year. 

The public information committee 
through D. Bobb Slattery, National Life 
of Vermont, declared the enlarged public 
relations section of L.I.A.M.A. has 
proved highly effective. 


Quality Awards to 8,633 


Grant L. Hill, Northwestern Mutual, 
reported that the National Quality 
Award has been made to 7,529 agents 
in the U. S. and territories and to 1,104 
agents in Canada since its inauguration 
five years ago. For the first time in 
the past year, a five-year certificate was 
introduced and granted to 660 qualifiers. 

W. H. Trentman, Occidental of North 
Carolina, reported that the small com- 
panies’ committee has requested the re- 
search division to revise and reissue the 
compendium of small company practices 
published in 1943. 


Other committees which reported 
through their chairmen were: annual 
meeting, Robert B. Coolidge, Aetna; 


audit, Raymond W. Simpkin, Connecti- 
cut Mutual; cooperation with other or- 
ganizations, Charles H. Heyl, Bankers 
of Nebraska; finance, Dudley Dowell, 
New York Life. 


Undewriter’s Role Should 
Be Sold to Public 


(CONTINUED FROM PAGE 1) 


derwriting,” J. E. Morrison, underwrit- 
ing executive of Great-West Life, took 
up some of the pros and cons of this 
system. 

Mr. Morrison said that the practical 
application of the system, which estab- 
lishes schedules of rating, positive or 
negative from the standard of 100, has 
a number of major advantages, espe- 
cially as regards consistent classifica- 
tion of risks and an orderly modification 
of underwriting policies. 

-There are disadvantages to the nu- 
merical system, chiefly on the absurd 
results brought out when the ratings 
are rigidly followed. The system is not 
founded on any exact scientific law and 
general reasoning suggests restrictions 
or modifications which are necessary in 
practice. 

The numerical system has been em- 
ployed for 40 years, Mr. Morrison re- 
marked, and nearly all underwriters to- 
day agree that it is a useful tool that 
has contributed materially to improving 
standards of selection. However, he 
pointed out, it was never intended to 
replace the use of sound underwriting 
judgment. 





Study Shows Long Service 


A study has revealed that about one- 
third of the home office employes Of 
Provident Mutual Life have been with 
the company for 20 years or more. Out 
of 600 workers, one has a service record 
of over 50 years, six over 40 years, 60 
over 30 years, and 197 have been with 
the company more than 20 years. 





Tenney Red Cross Chairman 


H. Martin Tenney, Connecticut Mu- 
tual’s vice-president in charge of mort- 
gage loans, has been reelected chairman 
of the Hartford chapter of American 
Red Cross. Ralph Love, local agent, is 
vice-chairman; F. T. Fenn, secretary of 
the two Hartfords, treasurer; and How- 
ard W. Beardsley of Allen, Russell & 
Allen agency, assistant treasurer. 





Judge Charles I. Dawson of Louis- 
ville, who has been named as the coal 
operators’ representative as a trustee of 
the United Mine Workers welfare and 
retirement fund, has been chairman and 
general counsel of Kentucky Home 
Mutual Life. In 1930 he was elected 
president of the old Missouri State Life 
but never actively assumed that posi- 
tion, He is a partner in the law firm of 
Bullit, Dawson & Tarrant of Louisville. 


Midland G. A. 





C. E. Bissell, new- 
ly appointed general 
agent for Ohio Na- 
tional at Midland, 
Tex., was general 
agent there for Re- 
serve Loan Life from 
1946 to 1949. 








Cummings at Baltimore 

The General Agents & Managers 
Round Table of Baltimore held a dinner 
Nov. 8, at which O. Sam Cummings, of 
Kansas City Life, Dallas, former presi- 
dent of National Assn. of Life Under- 
writers,. spoke on “Round Tables in 
Agency Management.” 





Has Supervisors Conference 


Mutual Benefit Life is holding a 
supervisors conference at St. Louis Nov. 
7-18. Subjects treated will include 
recruiting, training, sales procedures and 
supervisory activities. 





Did You 


Know... 


THE AVERAGE CROWN 
LIFE DEATH CLAIM 
CHEQUE IS IN THE MAIL 
WITHIN 24 HOURS 
AFTER RECEIPT OF 
COMPLETED PAPERS 


CROWN LIFE 


cut INSURANCE 


Home Office 
Toronto, Canada 


COMPANY 


The Crown Life is now licensed to operate in 


Alaska, Arizona, California, Hawaii, Idaho, 


Indiana, Louisiana, Michigan, Minnesota, 


Missouri, New Jersey, New Mexico, North 


Dakota, Ohio, Texas, Washington. 
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FRATERNALS 


Life staff in 1933 as a field auditor under 
Mr. Patterson. 
Mr. Page, who is a qualified fraternal 





Equitable Reserve Names 
Henning to Medical Staff 


Equitable Reserve has elected Dr. 
Roger E.-Henning of Neenah associate 
medical examiner 
to succeed the late 
Dr. M. A, Cunning- 
ham of Janesville. 
Dr. Henning is a 
specialist in inter- 
nal’ medicine. 

He was. gradu- 
ated from the Uni- 
versity of Wiscon- 
sin in 1938 and 
from the North- 
western University 
school of medicine 
in 1940. He prac- 
ticed in Chicago 
from 1942 to 1944, 





Dr. R. E. Henning 
and served in the navy from 1944 to 


1945, From 1945 to 1948 he was asso- 
ciated with the Jackson Clinic, Madison. 





Degree of Honor Wis. Rally 


Degree of Honor Protective will 
hold a regional meeting at Milwaukee 
Nov. 15, with various Wisconsin cities 
represented. Mrs. Agnes Kane, Su- 
perior, is state president; Mrs. Esther 
Forbes, president Milwaukee council, 
and Mrs. Clara Meiselbach, secretary 
Milwaukee and_ vice-president state 
council. Main speaker will be Mrs. 
Clara Bender, St. Paul, national secre- 
tary. 


Woodmen Life Raises Page 


Arnold Page, assistant comptroller, 
has been appointed comptroller of 
Woodmen of the World Life of Omaha. 

He succeeds T. E. Patterson who be- 
comes supervisor of securities. 

Mr. Page is a graduate of North- 
western University and of Pace Insti- 
tute of Accountancy and is a certified 
public accountant. He joined Woodmen 





insurance counsellor, was appointed as- 
sitstant state manager in West Vir- 
ginia, and was promoted to state man- 
ager in 1946, 





Miss Koob at San Antonio Rally 


Miss Agnes E. Koob, supreme presi- 
dent of Woman’s Benefit Assn., Port 
Huron, Mich., was guest at a rally at 
San Antonio, Mrs. Sallie D. Botzler, 
state field director, presided. 








Launch Independent 
Equitable Agents Group 


A call has gone out to agents of Equi- 
table Society to join the newly formed, 
Independent Agents Assn. of Equitable. 

In a letter signed by Maury Leven- 
thal, temporary president, the field men 
were told “at all times we shall have 
the interest of the policyholder and the 
Equitable at heart—but—it is our special 


intention to press for all justifiable im- 


provements.” 

The aims include an improved con- 
tract, increased commissions, social se- 
curity status, and an “adequate” pension 
plan. 

Among the signatories of the letter 
are C. Frank Bachrach, Betram Brown- 
old, Hamilton E. Childs, Robert W. 
Jones, D. L. Mallory, Leland H. Meek- 
er, Daniel Ross, Leon Gilbert Simon 
and Albert L. Turk. ° 

The headquarters are at the Hotel 
Governor Clinton at New York. 





Shows Big Increase in Oct. 


Increases of 20% in life insurance 
and 33% in accident sales during Oc- 
tober over last year were made by Gen- 
eral American Life. In the October 
production campaign, dedicated to Wal- 
ter W. Head, president, the all-lines sales 
volume was more than $5,800,000, mark- 
ing the sixth month this year in which 
sales have exceeded that of the cor- 
responding month in 1948. 





AID ASSOCIATION 
FOR 


LUTHERANS 


Now Has Over 


HALF BILLION DOLLARS 
INSURANCE IN FORCE 


HOME OFFICE: 


APPLETON, WISCONSIN 





PROTECTED HOME CIRCLE 


A Legal Reserve Fraternal Insurance Society 


8. H. HADLEY, Supreme President 


L. D. LININGER, Supreme Secretary 


SHARON, PA. 





POLICIES 


New Dividend Scale 
of Aetna Life Shown 


the dividend scale 





Below is shown 


which Aetna Life recently announced 
for 1950 on currently issued policies: 
ear 


Age 25 Age35 Age 45 Age 55 
$ $ $ $ 


Ordinary Life 





1.00 1.66 3.07 

4.41 6.31 8.97 

4.67 6.63 9.27 

4.93 6.95 9.55 

5.18 7.26 9.81 

6.41 8.67 10.84 

7.71 9.80 11.46 

8.87 10.59 12.04 

Life 
D. aek boa sae 1.00 1.00 1.64 3.05 
i Re ee 2.36 4.35 6.23 8.90 
So! aun e 2.72 4.70 6.62 9.24 
. sn tieasees 3.10 5.05 7.02 9.55 
Bel Sacer 3.48 5.40 7.39 9.85 
Ty | ceo ca: cuca ee y eh 9.14 11.11 
| eae ey ee 7.18 8.85 10.63 12.12 
BO} ccacenee 8.81 10.46 11.92 13.42 
20-Year Endowment 

1 1.00 1.62 3.04 
2 4.29 6.18 8.87 
3 4.73 6.62 9.22 
4 5.18 7.06 9.56 
5 5.63 7.48 9.88 
10 7.83 9.47 11.25 
15 10.04 11.21 12.44 
20 12.09 12.87 14.07 








Policy Increases Five-Fold 


Canada Life has joined the growing 
number of companies issuing insurance 
on the life of a child, each $1,000 of 
which increases to $5,000 at age 21 
without evidence of insurability. Can- 
ada Life will issue this participating 
ordinary life plan at ages 0 to 15 in- 
clusive, with death benefits graded 
prior to the fifth birthday. On the 
child’s 21st birthday the policy may be 
converted to a participating policy of 
reduced amount on one of the following 
optional plans: life paid up at 60, life 
paid up at 65, endowment at 60 or en- 
dowment at 65. 


Aetna Has New Policies 


Aetna Life has introduced two new 
participating limited payment life poli- 
cies, one with premiums to age 65 and 








the other with premiums to age 60. 
Annual premiums are: 
Paid Paid Paid Paid 
Up Up 
Age at65 at 60 
33 29.63 32.07 
34 30.74 33.44 
35 31.93 34.90 
36 33.20 36.48 
37 34.56 38.19 
38 36.00 40.04 
39 37.54 42.06 
40 39.21 44.27 
41 41.00 46.69 
42 42.94 49.35 
43 45.02 62.31 
44 47.29 55.61 
45 49.77 59.31 
46 52.48 63.51 
47 55.46 68.30 
48 58.76 73.84 
49 62.42 80.31 
50 66.54 .... 
51 71.16 
52 76.43 
53 82.50 
54 89.57 
1949 Rates Continued 


Connecticut Mutual announces that, 
for 1950, the rate on optional settlement 
contracts will be 34% and on dividend 
accumulations 3%, which is the same 
rate that was allowed during 1949. 


Southern Round Table 


The 1950 spring meeting of the south- 
ern round table of life Insurance Adver- 
tisers Assn, is scheduled for the Sham- 
rock Hotel, Houston, April 30-May 2. 
Program chairman is John L. Briggs 
of Southland Life. William Sexton o 
Great Southern will be in charge 
arangements and Al. B. Richardson 
Life of Georgia will be chairman 
the conference. 











Mayor Names Nov. 16-17 
Hartford Insurance Days 


HARTFORD—Mayor Coleman has 
signed a proclamation setting aside 
Nov. 16 and 17 as Hartford Insurance 
Days. The program is not yet com. 
pleted, but a variety of special events js 
being scheduled. 

On Nov. 16, the C.P.C.U. chapter 
will hold a luncheon. Harry J. Loman 
dean of American Institute for Property 
& Liability Underwriters, will present 
certificates to 22 men who have qualj- 
fied for membership. 

Principal speaker at this luncheon 
will be John C. Stott, past president of 
the National Assn. of Insurance Agents, 
His topic will be “Objectives Unan- 
nounced.” City Manager Sharpe will 
address a luncheon Nov. 17, under the 
auspices of the Hartford Life Under- 
writers Assn., on “Managing the Insur- 
ance City.” 


Ariz. “Auto Club” Under Fire 


LOS ANGELES—American_ Safety 
Drivers Automobile Club of Phoenix, 
Ariz., has been soliciting membership 
in California by mail, offering an 
A. & H. policy, allegedly based upon 
selection for safe driving. 

The California department which 
has been scrutinizing its activities for 
several months, has indicated the adver- 
tising accompanying the solicitation is 
very misleading and so _ notified the 
Arizona department. The Arizona com- 


missioner notified the California de- 
partment of his agreement with its 
conclusions and that all advertising 


hereafter must have the approval of his 
department. 

Commissioner Downey forwarded ex- 
hibits of the advertising to the Post- 
office Department, with his opinion that 
the advertising not only was misleading 
but was open to challenge for fraud- 
ulent use of the mails. Postal authorities 
turned it over to federal trade commis- 
sion. 





Texas Examiners Confer 


At a meeting of examiners of the 
Texas department at Austin Chairman 
Butler talked on the character of the 
work required of the examiners. W. R. 
Clark spoke for the fire division, and 
Paul Benbrook, casualty actuary, pre- 
sented casualty problems. Other speak- 
ers were Melvin E. Martindale, Paul 
Connor, director of the newly estab- 
lished credit insurance section; Will G. 
Knox, legal adviser; Floyd Herring, 
J. N. Nutt, Paul Hoffman and Robert 
B. Butler, who will set up schools for 
examiners at Dallas and Houston to se- 
cure more uniform examinations. 


Hohaus Ohio Witness 


At its request Reinhard A. Hohaus, 
actuary for Metropolitan Life, appeared 
before the newly activated Ohio disa- 
bility unemployment insurance commis- 
sion at an informal meeting. Rep. Mark 
McElroy, chairman of the commission, 
stated that other persons would be con- 
sulted from time to time to supply 
factual information and that early in 
1950 the commission will hold a series 
of public hearings. Executive secretary 
of the commission is Daniel E. Mathias 
of Columbus. 








Benefits Paid Since 
Organization 


$59,165,300.98 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebraska 
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Drop Low Second Quarter Producers! 


(CONTINUED FROM PAGE 3) 
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agencies score A or B, only 30% of the 
men tested in others obtain this score. 

Another company found its managers 
were recruiting among prospects who 
yielded only 37% A’s or B’s, while an- 
other company was scoring 62%. 

Sometimes there are wide differences 
in the proportion of promising men who 
are contracted. A company or manager 
may contract too small a percentage of 
A and B men. In one large agency it 
was found that there was a high pro- 
portion of A men tested out of the 
many who took the test but the two 
aggressive and able supervisors were too 
young to sell good men on the business. 
Will Report on “Labor Market” 

To let the companies know what the 
“labor market” is like, L.I.A.M.A. is 
going to tell members how many men 
were contracted by the 67 companies 
in the recruiting analysis survey each 
quarter. It will give data on the kind 
of men recruited. 

Dr. Wallace mentioned the need for 
accuracy in scoring the aptitude indexes, 
particularly mentioning careless errors, 
such as adding four and six and getting 
eight. He also warned against letting 
managers use the aptitude index as a 
crutch, hiring a man on the index score 
instead of probing to see what might be 
the matter with him. To avoid this trou- 
ble L.LA.M.A. developed the interview 
guide to make the general agent look 
for something wrong in the A or B 
man, but this tool in itself needs super- 
vision 

Dr. Wallace also brought up the prob- 
lem of the managers who wreck good 
material because they cannot train and 
supervise but said that with the right 
records management can diagnose such 
situations, improve them, and do a real 
job of supervision, 


INFORMATION INDEX 


L.LA.M.A. is now working on a re- 
vision of the Information Index devel- 
oped for use in connection with L.U.T.C. 
courses. He stressed the need of ade- 
quate life insurance knowledge among 
agents, saying that even among the 
agents who took the L.U.T.C. course 
last year—a select and superior group— 
the scores varied widely. Some men 
answered nearly every question correctly 
while others got a lower score than 
would have been obtained by guessing. 

Mentioning the phenomenon of agents 
producing more business in their first 
quarter than in each of the next three, 
Dr. Wallace said that perhaps it is be- 
cause most men never really learn to 
Prospect and instead gradually sell them- 
selves out of their markets. Another 
possibility is that so much time is spent 
trying to get the brand-new recruit mov- 
ing that those who have passed the first 
or second quarter hurdle are left to sink 
or swim for themselves. 

“Apropriate” Needn’t Be “Quality” 

_Discussing markets, Dr. Wallace dis- 
tinguished between a quality market and 
a market appropriate to the company 
and the agent. He mentioned the 
L.I.A.M.A.’s improved persistency rating 
charts, which minimize the effect of in- 
come and give as good a rating to the 
persistent man of small income as to his 
wealthier counterpart He warned that 
it the companies do not sell to people 
in the lower income bracket the kind of 
security that comes from life insurance 
the government will supply it. 

Managers need to know more about 
the specific problems of their agents, 
said Dr. Wallace. Giving the discour- 
aged agent a “build-up on the business” 
isnt enough. Perhaps he is trying to 
Work in a group of people he doesn’t 
like. However, unless the manager knows 
what is wrong he can’t make the proper 
remedial suggestions. He is like the foot- 
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ball coach who tells the player about 
home, college and mother instead of how 
to avoid the mousetrap play. 

“The needle is an outmoded super- 
visory tool,” he said. “It is doubly dan- 
gerous because it is habit-forming.” 

Touching on consumer surveys, Dr. 
Wallace showed a chart indicating the 
difference in the life insurance history 
and life insurance plans of people who 
know something about life insurance and 
how it works and those who know very 
little. For example, 82% of all the peo- 
ple in the lowest income group who did 
well on the questionnaire had bought a 
policy from an agent. This is practically 
as good as the proportion of those in 
the highest income group who did badly 
on the test. The amount of insurance a 
man pays for does not seem to be re- 
lated to his information level within the 
lowest income group. But in the highest 
there is a tremendous difference. Only 
35% of the insurance-ignorant pay as 
much as $100 in annual premiums, but 
67% of the insurance-wise pay” this 
amount and more. It is the people in 
the middle income group who most fre- 
quently report that they plan to buy 
some more insurance in the future. But 
53% of the high scorers in the middle 
income group plan more purchases while 
only 36% of the low scorers report such 
plans. 

Forty-one percent of the high-income, 
high-scoring group are thinking about 
more insurance but only 23% of the peo- 
ple in this rich market who are not in- 
surance-informed are thinking in that 
direction. Finally, while people who 
scored high on the test had bought more, 
they lapsed less. 

“Isn’t this a pretty good indication 
that we can build markets through edu- 
cation?” asked Dr. Wallace. “Isn’t it 
pretty good ammunition to convince the 
agent that, even when he fails to make 
a sale, he has accomplished something 
if it has taught while he was selling? 
If he thinks he has accomplished some- 
thing, won’t the sense of failure be less- 
ened and the morale be bolstered? Isn't 
that your business?” 


Celebrate Oct. Campaign 


The Michigan agency force of Wis- 
consin National Life met at Lansing to 
celebrate a successful October campaign 
in honor of Robert P. Boardman, com- 
pany president. There were 55 agents 








and their wives present to celebrate at- 
tainment of $750,000 of business during 
the campaign. The home office was rep- 
resented by William J. W. Merritt, 
agency director, and Al Fenderhauf and 
E. H. Metz, assistant agency directors. 
M. S. Kirkpatrick, Michigan superin- 
tendent of agents, presided. Leading 
producer during the contest was C. E. 
Tobey of Flint with more than $63,000 
worth of business and 10 men turned in 
better than $25,000 for the month. 


Dakota Actuaries Meet 


Life insurance actuaries of the two 
Dakotas held a two-day meeting at Bis- 
marck, Host company was Provident 
Life. 

Attending the meeting were Harry A. 
Lee, Policyholders National Life; C. H. 
Menge, Midland National Life; M. R. 
Prenner and Dale Haakenstad, Western 
States Life; I. W. Smith, Pioneer Mu- 
tual Life, and Karstens Kennedy, Provi- 
dent Life. 
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; WHEN YOU'RE WITH THE 
MODERN WOODMEN FIELD FORCE 





More than 8000 local camp secre- 
taries, who collect payments from 
members, are valua gids for 
agents in the acquisition and conser- 
vation business. Friendly and 
well-known. in his community, the 
comp secretary is a “natural” as a 
center of influence. 








Many profitable leads also come 
from the more than 420,000 adult 
and junior members, affiliated with 
camps eee the nation. -Lecal 
camp activities publicize and adver- 
tise the Society to non-members. 
pe Pyne tray shell Log &E be 

3’ training program, esta’ 
lish the Modern Woodmen field man 
in an interesting and well-paying 
profession. 
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The Huddle 


IN THE GAME of football the “huddle” is an important 
formation. It is here that the important play is conceived 


are offered by: 


& 


DETROIT 


Attractive territory and 
Unusual Sales Opportunities 


MICHIGAN 


and explained. Success of the game depends on it. 


Family and personal financial security 

is equally dependent on the “huddle” 
discussion of Life’s problems. A competent 
Life Insurance representative can be the 
winning quarterback in Life’s game. 
Take him into confidence and use 
Life Insurance to guarantee a living 
income for your family and yourself. 
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ILLINOIS 








THOMAS and TIFFANY 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 | 











Harry S. Tressel & Associates | 
Certified Public Accountants | 

and Actuaries | 

10 S. La Salle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 

Harry S. Tressel, M.A.1.A. 
M. Wolfman, F.A.1.A. Wm. H. Gillette, C.P.A. 
N. A. Moscovitch, A.A.1.A. W. P. Kelly 
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INDIANA 


Haight, Davis & Haight, Inc. 
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| NELSON and WARREN 
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Established in 1865 by David Parkes Fackler 


FACKLER & COMPANY 
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Welfe, Corcoranand Linder 
110 John Street, New York, N. Y. 
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More Flexibility in 
Pension Bargaining 


(CONTINUED FROM PAGE 3) 


ciple that pension benefits should be 
related to the total of compensation 
and to the length of service. : 

A good many insurance men are using 
the Bethlehem Steel agreement as a 
model to show to the many employers 
who are again demonstrating interest in 
installing a pension plan. There is still 
plenty of “wait and see” in the attitude 
of the average employer who claims he 
wants to wait to see what happens to 
social security benefits, etc. However, 
the long period when pension and 
group men were making many propos- 
als but writing little business, seems to 
be coming to an end and several new 
pensions were close to installation last 
week as a result of the Ford and Beth- 
lehem_ breaks. 


Further Bethlehem Provisions 


For this reason, it is interesting to 
note several of the provisions of the 
Bethlehem agreement which had not 
been made public a week ago. 

On the score of eligibility, a Bethle- 
hem employe may retire at 65, but he 
may continue working for the company 
with the consent of management. Any 
employe who has at least 15 years’ 
continuous service and who becomes 
permanently incapacitated, or for any 
other reason retires with the consent of 
management may, at the discretion of 
the general pension board, be granted 
a pension by it upon this retirement 
from active service. ; 

The Bethlehem plan will be superim- 
posed on a pension plan already in ef- 
fect in the company to provide a mini- 
mum of $50 a month, including social 
security, for an employe with 30 years’ 
service, so that the plan is not as much 
of a step-up in company money chan- 
neled into pensions as it might have 
been. This is generally true of the other 
steel companies which have signed. 

In the pension allowance under the 
Bethlehem plan, the monthly amount of 
any pension equals 1% of the average 
monthly compensation received by the 
applicant from one or more employing 
companies for services rendered during 
120 calendar months next preceding the 
month in which he retires, multiplied by 
the years of his continuous service. 
This would not hold true if the general 
pension board does not hold_ these 
months representative of the normal 
earnings of the applicant. It is pro- 
vided that no pension shall be at the 
rate of less than $600 a year. The gen- 
eral pension board is composed of offi- 
cers and employes of the company. 


Bring Agent's Skill Into 
Line With “Ad” Promises 
(CONTINUED FROM PAGE 1) 
great mass of people who do not ac- 
tually know of the progress that has 
been made in the life insurance busi- 
ness to make selling an attractive and 
profitable vocation. 

Compensation and selection aren’t the 
whole story, he said. There is need for 
further study of these matters, but he 
emphasized that if the training of the 
men were more carefully and_ tho- 
roughly done the agent mortality would 
not be so great. 





Agent Turnover Lower 


Surveying the results of the last 10 
years, Mr. Dunbar said that agents said 
that the lapse rate is much lower today, 
the turnover of agents is less and there 
has been an all-’round reduction in 
agency costs. Criticisms, he said, usually 
come from those who really do not know 
life insurance, although perhaps .the 


‘business is to blame for not having told 


these people enough of what is being 
done. He deplored the tendency of 
political investigations to emphasize 
minor failings in the business but said 
that payments to beneficiaries and 
policyholders, amounting to’ nearly $9% 


million for every day in 1948, mean a 
lot more in the long run than the head- 
lines prompted by a zealous but mis- 
guided investigator. 

Mr. Dunbar termed the year 1949 
“rich in achievement” for LIAMA. He 
mentioned specifically such projects as 
the persistency rater and various other 
publications. 


Occidental Honors Benson 


Judd C. Benson, president of the Na- 
tional Assn. of Life Underwriters, was 
honor guest at a luncheon given by 
Occidental Life at Los Angeles. Occi- 
dental officers present were President 
Dwight L. Clarke; H. W. Brower, ex- 
ecutive vice-president; V. H. Jenkins, 
senior vice-president; Howard J. Brace, 
vice-president and _ secretary; i ; 
Tookey, actuarial vice-president; H. C. 
Dobson, vice-president and controller: 
J. P. Dandy, vice-president; E. M. Mac- 
Rae, actuary, and Powell Smith of the 
legal department. 

Other guests included C. E. Cleeton, 
Occidental general agent at Los An- 
geles and secretary of N.A.L.U.; Rob- 
ert Ogden of the Cleeton agency; R. L. 
Hoghe, Equitable Life of Iowa; Fred 
A. “McMaster, Prudential; Mark S. 
Trueblood and H. E. Belden, Union 
Central; Kellogg Van Winkle, Equitable 
Society; O’Brien Sawyers, Aetna; Roy 
Ray Roberts, State Mutual; W. J. 
Stoessel, National Life of Vermont: 
G. A. Satten, Mutual Life; H. G, Saul 
and E. R. Joss, John Hancock, and 
Gerald Page, Provident Mutual. 


C.L.U.’s to Hear Journalist 


_J. A. Livingston, economist and finan- 

cial editor of the “Philadelphia Bulletin,” 
will address Philadelphia C.L.U. chapter 
on “What This British Crisis Means to 
America.” Mr. Livingston has been in 
England making a first-hand study of 
matters pertaining to the recent cur- 
rency devaluation. 


Most Room for Improvements 
Found in Agency End 


(CONTINUED FROM PAGE 2) 
stantly in the minds of top Manage. 
ment.” 

“The Life Insurance Agency Man. 
agement Assn. has shown in the last 
several years a capacity to study ageney 
problems in the most thorough fashion 
ever attempted,” Mr. Clark said. “We 
are finally applying a scientific approach 
to these studies and are reaping a hand- 
some reward.” 


State Mutual Up 40% 


State Mutual Life rang up a gain jp 
paid ordinary business in October oj 
39.9%. The writings were $8,319,613. 
Leading agency for October was that 
of Stanley E. Martin at Dallas; runner 
up was Raymond W. Frank, Chicago, 


Bluegrass Life Formed 


Bluegrass Life of Louisville, with 
$100,000 capital has been formed through 
reincorporation and changing the name 
of Budget Corp. of Louisville, an jn- 
vestment concern. Incorporators are 
Thomas B. Speed, Arthur W. Grafton, 
attorney; L. D. Deters and others. 








Policy Kept in Force 
by Five-Minute Margin 


Had Fred Durtshi lived five 
minutes longer, his family would 
not have the proceeds of a life pol- 
icy with Midwest Life of Minne- 
apolis. 

Mr. Durtshi, 61, had made up 
his mind to cancel his policy and 
had gone to the office to sign the 
necessary papers. But five min- 
utes before the papers were ready 
for his signature he died of a 
heart attack in the office. 

His family filed a death claim 
and it was paid within a week. 





Services, prestige Production 
Saleable Policies. 





NOW IS THE TIME... 


to learn about our new General Agent’s contract, providing for 
top commissions, bonuses and LIFE TIME RENEWALS. Rep- 
resentatives participate in Group and Hospitalization coverage. 
Inquire about our unique and successful GIFT PROSPECTING 
PLAN (the prospect asks you to call!); our various Agency 


Territory open in Arkansas, Louisiana, Mississippi, 
Oklahoma and Tennessee. 


For full information address: 
J. Bruce Trotter, Vice President and Agency Director 


NATIONAL EQUITY LIFE 


Insurance Company 


Clyde E. Lowry, President 
LITTLE ROCK, ARKANSAS 


Clubs, Training Schools and 























FA Sk ERED 


BOSTON, 





; Tee GOLUMBIAN NATIONAL 
LIFE INSURANGE Znyacmy 


MASSACHUSETTS 


Family Hospitalization is a good 
commission earner with a big plus 
value...tops as a life lead producer. 


Built on Integrity . . . Growing on Service 
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Mutual Life Service ¢ 





We're giving 


\ 


the —_? 
X-RAY 
EYE 


The pfincipal stock-in-trade of the life 
insurance business is service to policy- 
holders. Here at The Mutual Life we 
have been spot-checking our service per- 
formance with an X-ray eye. 

For some time we have been writing 
to a sizable cross-section of our policy- 
holders every month. We want to know 
how they feel about the way we handle 


their requests for services such as change 
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of beneficiary, reinstatement of policies, 


reduction in rating or replacement of 
lost policies. 

Criticism as well as praise reaches 
top management and prompt action is 
taken to strengthen weak spots in our 
service performance. This is another of 
the ways in which we get the facts we 
need to keep Mutual service up to par 


— or better. 


Our 2nd Contury of Seruice 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 


34 NASSAU STREET Snare, If Jooorne NEW YORK 5,N.Y. 
Cam 

















“Back to school, Jack... to fraternity dances 

and football games, and walking through rusty 

leaves, and the moon over Prospect Hill... t 
yes, even to old Parker’s gruesome jokes ineight —- * 
o'clock history! I'll miss Dad so dreadfully, but ty 


I'm so terribly grateful for what he’s done. 5 


Years ago he planned so that my college bills 
would be paid, even if he wasn’t here. I have 
the insurance check right here in my hand. 


Wasn't Dad a wonderful person?” 
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fETNA LIFE INSURANCE COMPANY 


Affiliates: Aitna Casualty and Surety Company 
| q| \ y Automobile 


Insurance Company Standard Fire Insurance Company 


HARTFORD 15, CONNECTICUT 





